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Human nature is always demanding volume 
in business, believing volume is the solution 
for increasing profits. 


The absurdness of this idea is graphically 
pictured when you reflect that the $5,000.00 
business wants $7,000.00 and the $7,000.00 
business wants $10,000.00 and soon. Each 
merchant is wishing for the volume of bus- 
iness someone else has, and at the same 
time the someone else is thinking “If I only 
had more volume I could make a profit.” 


Profit is made on efhcient management 
and not on volume. 
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Problems ) 
Dont Let Them Trouble You! 
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Here’s a Solution For 


ill 


cso Them All 
S E == Yes! Pack up your duds, and hop a train for Chicago. And 
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bring with you all your problems, troubles and worries and 
questions. We'll solve them all! The leading figures in the 
world of installment selling will be on hand 


Ty 


tt 


there to give 


you the solution to all those problems that confront the 





credit jeweler. It will be worth a hundred times the cost, 
and you will always remember with pleasure the Second An- 
nual Convention and Exhibit of The National Association of 


Credit Jewelers. 








et Come To Chicago - - March 19, 20, 21, 1928 bo 


This will be a convention of exceptional value At this convention you will find a gathering 
of men of the highest calibre, representing the 
Your 


problems are their's and everyone will be eager 


to every jeweler in the country. No fol de rols, 
just practical talks by men whose experience largest jewelry stores in the country. 


well fits them to take up the problems that face 


every business man. You'll get 
facts, straight from the shoulder, 
a bombardment of facts, 
one hitting you right in your 










every 


business, facts that you can use 
And you'll find plenty 


of opportunities to throw in a 


every day. 


barrage of questions, so that if 

you leave with any unsolved prob- 

lems, it will be the fault of no 
one but yourself. 







Come GO 


Chicago 






- - ‘) if] 
Bee | 


1 19-20-21 


1928 


2" ANNUAL CONVENTION 

NATIONAL ASSOCIATION 
0 

CREDITJEWELERS 
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? BRING YOUR PROBLEMS TO CHICAGO 
? ? ?? 2?MARCH 19, 20, 21, 1928? ? ? ? 


to learn. From the experience of 
the leading minds in the jewelry 
business, you'll find the answers 
to your questions. Yes, we want 
you to come to share in the edu- 
cational features of a wonderful 
program, and to meet your fellow 
We'll take care of 


your spare moments 


business men. 

with enter- 

tainment that will really 
entertain. 


National Association of Credit Jewelers 


701 Metropolitan Building, Detroit, Michigan 








— | a ee 


9 


ew « 






















i & 





oy) 
| THE TH 


THE CREDIT WORLD for February 





“ae a ; 


mae i! 


é. * tax b 
tC Ch a es 7. b 


' 
; 
4d 





. 


* 


ARE YOURS | 
i i 


ae 















Davison-Paxon Company 


‘No Sales Transaction is Complete 


Without a Sales Suggestion”’ 


DEAS like this build sales volume. 
These slogans usually get coopera- 
tion from the sales staff. But the 
salespeople must be given an op- 
portunity to remain with the store 
customer longer, if they do a real 
job of suggestive selling. 


With centralization by Lamson 
Service, the store representative is 
constantly with the customer. 
Change making, investigation of 
charges are relegated to a central 
staff . . . trained to make change 
quickly and familiar with credit 
sanction. 


With centralization, transactions 
are completed with equal speed 


and greater accuracy and salespeo- 
ple remain with the store cus- 
tomer. 


Salespeople devote their energies 
to selling merchandise. In a help- 
ful manner they have the chance 
to suggest . . . to increase their 
sales volume. 


Stores that stress suggestive sell- 
ing, are insistent that cash and 
charges be handled by a central 
staff, while the sales organization 
bends all of its energies toward 
sales results. Talk to a Lamson 
representative about increasing 
your sales volume. 


b CONSTANTLY 


i 


Jhe LAMSON CO., Syracuse, N-Y. 
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Will the Installment Retailer 


Change His Policy? 


At the Furniture Institute meeting in Grand Rapids during the week of 
January 16, there was a prolonged and heated discussion as to the policy of add- 
ing the carrying charge of Installment Accounts to the price of Merchandise and 
allowing a discount for Cash, or Thirty Day Charge purchases, or marking Mer- 
chandise on a Cash basis and making a charge for carrying the account. 

The majority of those present favored the present system of additional 
mark up. But there were a number who were outspoken as to the benefits of a 
Cash price, with a carrying charge. Many arguments were advanced pro and 
con, many specific cases were cited, and no definite recommendations made. 

After listening to both sides of the case, I am convinced the day is rapidly 
approaching when the Retail Merchant will cease to camouflage carrying charges 
by adding them to his mark up and lay his cards on the table face up, with a 
cash price on all merchandise and an interest charge for deferred payments, and 
he will not be afraid to tell the customer it is an interest charge. 

The psychology of a discount being more appreciated than a tax has lost 
considerable force with the better education of the buying public in business 
matters. The Public, even the common people if you will, realize you can not 
take something off without first adding it on, and the reflex is the creation in the 
minds of the purchasers they are paying an excessive price. Hand in hand with 
this thought is the realization that the purchaser on extended payments must be 
willing to pay a carrying charge representing the interest on invested capital, 
just the same as he would pay the Bank for a loan. 

All intelligent men know operating expense must be included in mark up, 
but there is a justifiable difference of opinion as to whether the carrying charge 
of accounts is an operating expense which should be included in Merchandise 
price because of the possibility of doing an injustice to those who pay in advance 
of the estimated time upon which the carrying charge is based. 

Why not adopt a uniform system for all classes of business? Cash prices 
with an interest charge for deferred payment. It is fair, equitable, and sound 
business. 
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Suggestions for Obtaining the 
Best Results in Collections 
on Installment Sales 


By RUSSELL H. WHITE 
Remington Rand Business Service, Inc. 


Delivered before Retail Credit Men’s 
Association of Boston, Jan. 18, 1928. 


Mr. Chairman, Ladies 
and Gentlemen: 

It is indeed a pleas- 
ure to have the honor 
of addressing vou this 
evening on a subject 
which we all know is 
receiving the serious 
consideration of 
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the 
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retail credit world. I 
am particularly 
pleased from a per 
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sonal standpoint, in 
asmuch as it is thanks 
to the cooperation I have received from you individu- 
ally that I have been able to form any opinions on the 
subject whatsoever. For any one to boast of being able 
to offer suggestions for obtaining the best results in 
collections on installment sales, it is obvious that such 
suggestions must be the result of practical analysis 
in observing what is in actual use in your various 
business offices. 

The reason that I choose to emphasize collections on 
installment sales rather than collections on open ac 
counts is because it is due to the rapid increase in the 
installment business that has made this subject an 
important one. \Vhatever suggestions I have to make 
this evening are effective to collections on open ac 
counts as well as installment accounts, and those of 
you who have only the collection of open accounts to 
deal with may listen with equal interest. 

The subject of collections on installment sales is 
very broad. It will not be possible in the time allowed 
at a meeting of this nature to cover it in detail. | 
have, therefore, chosen what I consider one vital sug- 
gestion and surrounded it by its effects on the general 
improvement in handling collections in your offices. 

Installment selling having grown in leaps. and 
bounds, no two firms agree on the exact procedure of 
how to handle the collection of delinquent accounts. 
It is this very lack of unanimous opinion that proves 
that no successful method has been reached and there- 
fore the subject of collections on this type of business 
is a problem that requires serious consideration. 

Now, what are the results that are desired in the 
collection department? The minimum amount of de- 
linquent accounts with the minimum amount of ex- 
pense. Let me repeat this hypothesis for emphasis. 
What is wanted from the collection department are 
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Delinquent accounts mean tied up capital. 


the two following re- 
sults: a minimum 
amount of delinquent 
accounts with a mini- 
mum expense to 
achieve this result. 
Delinquent 
mean tied-up capital 


accounts 


which in turn means 
reduced profits. The 
problem before the 
credit manager is to 
liquidate this tied-up 
capital and at the 
same time to see to it that the operating cost to pro- 
duce this liquidation does not exceed the benefit 
derived. 


In order to offer any suggestions we must first pic- 
ture how the average collection department of an in- 
Al- 
though we admit that no two credit managers are 
agreed as to the method of handling collections on in- 
stallment sales, we do find the following basic simi- 


stallment selling business operates at present. 


larities : 


1. Each office has a series of form letters which 
are sent out at intervals of delinquency of an account. 


2. Following the form letters several courses of 
action are taken which may be generally classed as 
“special” actions. These actions may consist of fur- 
ther special form letters, telephone calls, “dummy col- 


lection agency” letters, etc. 


3. Then occurs the final action in the form of an 
outside collector, or the placing of 
the account in the hands of an attorney. 


, 


actual “repossess,” 


4. Finally, at the proper auditing period, certain 
accounts are charged off to bad debts. 


My average interview with a credit manager in ob- 
taining the details of the system employed in a par- 
ticular business bears out a very interesting and im- 
portant point which has directly to do with the sub- 
ject of this talk. I find that either the credit man- 
ager has a definite procedure which he desires to fol- 
low and is never apparently able to do, or else he is 
actually carrying out a general procedure, but admits 
that the procedure is not the result of preconceived 


Turn to next page, please 
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Suggestions for Obtaining the Best Results 


in Collections on Installment Sales 
(Continued from page 4) 


planning. In other words, in no instance do I find 
the credit manager, who is responsible for the collec- 
tion of overdue accounts, completely satisfied with his 
system. 


It was the result of a number of these interviews 
that made me interested to trace the cause of this lack 
of follow-through on the part of the collection de- 
partment—a well-planned system, but one that fell 
short in the execution of its details: a regular pro- 
cedure which was carried out, but with no apparent 
planning behind it. 


An investigation showed that the cause was due 
to the fact that there had been very little of a definite 
nature published or voiced on the subject, and that 
each credit manager, although perhaps doing the best 
that could be done, was groping in the dark. Since 
no one could be found who could enthusiastically 
boast of a system which actually was giving the best 
results, the credit manager was in a difficult position 
to ask the firm either for equipment or labor to carry 
out his own particular system. The firm, to be on the 
safe side, would rather tell the credit manager to 
carry on as he was until there was more light on the 
subject. 

These facts bring me back to the starting point, 
and cause me to offer the following fundamental sug- 
gestions to you: 

1. First, lay out a definite course of collection pro- 
cedure based on your own good judgment. (This 
suggestion is in no way novel, it is merely leading 
up to the principal suggestion.) Inasmuch as no two 
of your stores are alike, nor cater to exactly the same 
class of trade, no one standard system of form letters, 
special actions, or final actions would bring the same 
results in both stores. 


2. Whatever system you set out to perform, live 
up to it “letter perfect.” (This suggestion has a small 
degree of novelty to it, although it is still not the lead- 
ing suggestion.) If you have determined to send out 
four form letters, one week apart, the first one going 
out four days after delinquency, then see to it that 
all installment payments which are due on the 14th 
of January and have not been received by the close 
of this business day, the 18th, receive their first collec- 
tion notice tomorrow. 


3. This third and principal suggestion is only ac- 
complishable if you are living up to suggestions No. 1 
and No. 2. The suggestion is as follows: 


THAT THE COLLECTION DEPARTMENT 
MAINTAIN A WEEKLY RECORD OF THE RE- 
SULTS THAT IT IS OBTAINING FROM ITS 
COLLECTION SYSTEM. 


This report should contain essential facts to aid the 
credit manager in determining whether or not the 
collection system is obtaining proper results. 

This report should be similar in character to the 
report that is now being used for the firms’ oftice by 


the collection department, with the exception that the 


break-down of the delinquent installments should be 
by the collection system interval rather than. by the 
calendar month. 

The reports commonly used by the collection depart- 
ment at present in rendering its figures to the firm 
give percentage figures of how much money there is 
one month overdue, two months overdue, etc. These 
figures are for the purpose of aiding the firm in de 
termining how much capital is requisite to maintain the 
installment accounts, and as a secondary purpose acts 
as a gauge to inform the firm whether the percentage 
of delinquency is on the increase or on the decrease. 
This monthly firm report, however, does not act as a 
remedy to an increase in delinquency, it only shows it 
up. 

As the suggested report will be kept by collection 
follow-up periods, it will show up the exact point in 
the collection system that is most weak, as you may 
readily see from the following explanation. 

Suppose we assume that a collection department is 
operating on four form letters, one week apart, the 
first letter going out four days after delinquency. A 
report is placed on the credit manager’s desk, each 
week, which gives him the following figures: Total 
Amount of Outstanding Installment Sales, percentage 
delinquent, percentage delinquent before first notice, 
percentage delinquent between first and second notice, 
second and third, third and fourth, and percentage on 
“special” action. 

This report would carry several past weeks’ figures. 
The credit manager may from this type of report ob- 
tain the point in his collection system which is least 
effective, and bend his efforts at that point for im- 
provement. 

But suppose that the credit manager decides to send 
his second notice five days, instead of seven days, after 
his first notice. The results of the change will show 
up on his subsequent reports, and will appear in the 
column headed “percentage delinquent between sec- 
ond and third notice.” If the percentage in this col- 
umn drops, his idea was good. If it increases, his 
idea was poor. 

This suggestion is offered in its simplest form to 
you. There are obvious pitfalls in the proper inter- 
pretation of the figures which must be evident to all. 
Let us, however, analyze the results to be obtained 
from the maintenance of such a report and set up to 


Turn to page 25, please 
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Brief Presented Before Senate 
Committee on Appropriations — 
by Vice President Hewitt 


Mr. Chairman and Gentlemen of the Committee : 

I appear before you today representing the National 
Retail Credit Association, an organization composed 
of sixteen thousand retail credit men, located through 
out the length and breadth of our country. These 
credit men working at their credit desks were respon 
sible for the passage of the major portion of retail 
sales in 1926 of more than twenty-five billion dollars ; 
figures for 1927 are not available at this time. 

The object of my appearance is to request at the 
hands of this committee an increase in the appropria- 
tion allowed the Department of Foreign and Domestic 
Commerce, as shown in the House bill on page 57, 
line 16, to an amount sufficient to place at the disposal 
of the department funds necessary for a retail credit 
survey. 

Presuming to answer some of the questions that 
have arisen in the minds of the committee, I will an- 
swer what we consider four of the most important in 
the consideration of our request. 

First—The necessity for such'a survey at this time. 

Second—If necessity exists why do we not make it 
ourselves ? 

Third—What has occasioned change in retail credit 
conditions ? 

Fourth—What shall survey cover? 

There are two important reasons as to the necessity 
for such survey, first, although in recent years we 
have not passed through any boom condition or finan 
cial crisis, yet the net profits in retail enterprises have 
materially decreased. This fact has been definitely 
established by a survey of returns filed for income 
tax purposes. The economists of our country, as well 
as the Department of Commerce, attribute this de 
crease in profits to a waste in the conduct of the enter 
prises themselves, and numerous surveys have been 
made for the betterment of these conditions. The alert 
merchant, quick to take advantage of facts thus es 
tablished, has adopted the budget plan of purchasing, 
that his stock on hand may not exceed an amount con 
sistent with a proper stock turnover for the profitable 
conduct of his business. The budgeting of expenses 
is proving to be an important factor in the elimination 
of waste, and in arriving at his budget the merchant 
has been materially assisted by the surveys which 
have been made regarding the distribution costs of 
various commodities. No doubt the budgeting of the 
purchasing power and operating expenses will go far 
in the elimination of this waste, but there is another 
source of waste that must be eliminated or curtailed 
if retail profits are to be restored to a just return on 


the invested capital. Reference is made to the enor- 
mous credit waste occurring each year, and which we 
feel to be increasing, rather than decreasing. An an- 
alysis of retail failures reveals the fact that in a great 
majority of such failures the assets as represented by 
accounts receivable are out of all proportion to the 
capital invested. It always follows that such assets 
shrink to at least twenty per cent of their book value 
during the process of liquidation, thereby creating an 
enormous credit waste. This conditions as well as the 
other aforesaid mentioned can only be corrected by a 
proper credit survey. 

Our second reason for such survey is resultant from 
a condition which has taken definite shape in the last 
few years, a gradual slowing-up of collections. This 
was first nationally observed at our convention held at 
Los Angeles, California, in 1926, where nearly a thou- 
sand delegates were in attendance, mostly from the 
Pacific slope, Northwest, Southwest, Middle West, and 
a fair representation from the Atlantic seaboard. Then 
again in 1927 at Providence, Rhode Island, where the 
geographical representation was reversed, this same 
condition was found to exist. It is nothing unusual 
for retail collections to slow up, but it would be un 
usual if there were not an outstanding reason or cause, 
as for instance in a great industrial center should 
many of the industries go on part time or some close 
entirely and collections slow up, the case would be 
all too apparent, but when this condition becomes 
general, in utter disregard of local conditions, the situ- 
ation takes on a different aspect. This is the con- 
dition we find existing today, and we are perfectly 
frank in the statement that we have been unable to 
determine just what has caused it. But cause there 
must be when the whole country is affected. There 
are those among us who hold very decided opinions, 
but in the absence of facts and figures they must re- 
main as opinions only. In our inability to intelligently 
solve this problem lies the keen interest of the retail 
merchant for a credit survey. With this situation con- 
fronting us we very naturally turn to the Department 
of Commerce of our national government as the one 
most vitally interested and as such most likely to 
assist us in the solution of this problem. 

Granting the necessity for such survey existing, 
you ask why, if convinced of the necessity, we do not 
do it ourselves. Although our organization has not 
the funds in hand.a sufficient amount could very eas- 
ily be raised were it not for the fact that the retail 
merchants as well as ourselves realize an intelligent 
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Brief Presented Before Senate Committee on 
Appropriations by Vice President Hewitt 


(Continued from pape 6) 


survey could not be made by any agency other than a 
department of our national government. ‘The reason 
being that in the conduct of such survey a survey of 
the records of the income tax department, Federal Re 
serve Bank, and bankruptcy courts and other Federal 
departments is necessary, and the information con 
tained in these departments by virtue of the very in 
formation itself is only available to governmental 
agencies. 


Another very important reason for a survey at this 
time is occasioned by the tremendous increase in in 
stallment sales which are being rapidly extended to 
cover all classes of commodities. Professor Seligman 
of Columbia University in a recent statement said, 
“We are coming to the last of the various stages of 
credit, consumers’ or consumptive credit.” He further 
states that this kind of credit has come to stay and 
will greatly increase as its newness wears off and its 
functions become better understood, until its final ac- 
ceptance as a class of credit equally as valuable as 
those which have preceded it. His analysis of con 
sumption credit is with especial reference to the auto 
mobile, but if his findings are sound they must of 


credit is sound this fact should be proven that the re- 
tail merchants may take full advantage of this method 
of merchandising. If on the other hand this class of 
credit is not found and is a menace rather than an 
asset to business, it should be definitely established by 
facts and figures, that business may govern itself ac- 
cordingly. We do not believe there is anything of 
more vital importance to the welfare and continued 
prosperity of our country than the establishment of 
definite facts concerning this class of credit, as it af- 
fects not only the retail interests but the manufacturer, 
the jobber, banker, and last, but not least, the purchas- 
ing public. 

As to the survey itself, we are of the opinion the 
following should be developed: Total sales for year, 
or stated period, as compared with previous year or 
corresponding period; percentage of charge sales on 
open account; total sales; percentage of installment to 
total sales; credit losses sustained from sales on open 
account, and losses sustained from sales on install 
ment; oustandings at the end of these periods as rep 
resented by accounts receivable of the two classes of 
accounts. These figures should be classified into the 








“Opinions of two prominent economists differ. 


necessity apply to all other commodities sold on an 
installment basis. 


Another economist, equally as prominent, Mr. J. H 
Tregoe, for the past fifteen years managing director 
of the National Association of Credit Men, states that 
there can be no such credit as consumers’ or consump- 
tion credit, as the principles involved are in direct vio- 
lation of the very fundamentals of credit. Quoting 
from a recent article from him, “Searching the sub- 
ject from every angle, I say emphatically there is no 
such thing as consumers’ credit, and there isn’t any 
type of credit that can possibly carry this title. With 
our commerce so highly sensitized, with a very great 
urge for the creative uses of credit, it is deplorable 
that from high places a doctrine should be announced 
that would lull people into the belief that credit can 
be manufactured out of nothing.” ’ 


These are the opinions of two prominent economists 
in direct contradiction on a matter of vital impor- 
tance to the retail commerce of our country. If the 
opinion of the former is correct and consumption 


different lines of business, that it may be developed 
from what lines the greatest waste in credit losses oc- 
curs. These figures in classified form are very neces- 
sary as regards commodities sold on installments. To 
determine those which can and which can not be 
profitable sold on such basis. These findings, together 
with such facts as may be developed from a survey 
of bankrupt schedules and returns filed for income tax 
purposes, alone will determine whether installment or 
consumptive credit is a detriment or an asset to busi- 
ness. We believe the foregoing, with such additional 
facts as in the opinion of the Director of the Bureau 
are necessary, will reflect a true picture of retail credit 
conditions as they exist today. In asking the favor- 
able consideration of our request at the hands of this 
committee we do so believing a survey to be to the 
best interest of our domestic commerce. 

In conclusion, gentlemen, permit me to thank you 
for the courtesy shown to our national association in 
granting this hearing and to assure you of our sincere 
appreciation, to which, if you please, may I add my 
personal thanks. 
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Our Washington Representative’s Report 


By R. PRESTON SHEALEY 


FOREWORD 

With the political pot beginning to simmer and no 
legislation of an important nature enacted so far this 
session Congress now is apparently ready to tackle 
some of the big problems awaiting solution. Congress 
still has awaiting its consideration practically every 
major problem of a controversial nature. These in- 
clude tax reduction, which is seemingly on the shelf 
in the Senate Committee on Finance, all the signs be- 
ing that weeks will pass before the measure comes to 
the Senate floor. Then there are the always-present 
problem of farm relief, the vital question of flood pro- 
tection of the Mississippi River states, the question of 
the proposed $700,000,000 building program of the 
navy, the settlement of the alien property problem, and 
nearly all of the appropriation bills for the financing 
of the Government after July 1, next, still to be acted 
upon. With the exception of the appropriation meas- 
ures there is the prospect of a battle in every instance 
and there may be several Presidential vetoes in sight, 
two of them involving the Jones shipping bill and an- 
other a farm relief bill. 


FLOOD CONTROL 

A bill, S$. 672, by Senator Robinson, authorizing the 
appropriation of $500,000.00 to be expended by the 
Secretary of Agriculture for the employment of 
county extension agents in the flood area was favor- 
ably reported to the Senate on June 9th. The pur- 
pose of this bill is to provide rehabilitation work in the 
flood areas entirely at the expense of the United 
States because certain sections of the flood area have 
been so devastated as not to be able to comply with 
the existing law that they contribute a portion of the 
funds for agricultural extension work. 

H. J. Res. 99 providing for the relief of flood 
stricken farm lands with special reference to the em- 
ployment of county extension agents was reported 
to the House on January 4th. 

FARM RELIEF 

A bill, H. R. 9278, by Representative Aswell of 
Louisiana, for the purpose of farm relief was intro- 
duced in the House on January 13th. This bill is 
similar to Representative Haugen’s bill except that it 
provides for a revolving fund of $400,000,000.00 for 
the payment of losses, costs and charges arising under 
marketing agreements but does not provide for an 
equalization fee or federal tax on the producers as in 
the Haugen bill. At a hearing on farm relief bills 
held on January 16th the House Committee on Agri- 
culture voted consideration of the McNary-Haugen 
farm relief bill before other farm relief measures that 
were referred to this committee. 


MERCHANT MARINE 
S. 744, the Jones bill, providing conditions under 


which the Shipping Board can sell the Merchant Ma- 
rine tonnage owned by the United States and in sec- 
tion 4 of the bill authorizing the construction of addi- 
tional vessels was referred to the Senate on January 
oth, and debate is now in progress. 


BITUMINOUS COAL INDUSTRY 

Senator Copeland in S. 2029, a bill dealing with the 
bituminous coal industry, proposes in section 3 of the 
bill to give the Secretary of Commerce jurisdiction 
over this industry to prevent monopolies and the bill 
also authorizes investigations to be made by the Secre- 
tary for this purpose. A companion bill to this was 
introduced in the House by Representative Jacobstein, 


H. R. 8623. 


RAILWAY CONSOLIDATION 

All desired changes in the Parker bill for railroad 
consolidation, H. R. 5641, have been made either in 
the revised draft of the bill or in amendments suggest- 
ed by the Association of Railway Executives. This 
bill as revised and amended has the approval of the 
Interstate Commerce Commission. A hearing was held 
on this bill on January 6th, after which hearings were 
indefinitely postponed. A hearing on S. 1175, by Sen- 
ator Fess, for the purpose of railroad consolidation 
was held on January oth. 


BANKING CURRENCY TARIFF 

Senator Brookheart of Iowa, recently appointed a 
member of the Senate Banking and Currency Commit- 
tee, has introduced a bill amending a number of sec- 
tions of the Federal Reserve Act and the national 
banking laws, particularly to do with interest and re- 
discount rates. A bill, S. 1989, to amend the third 
paragraph of section 13 of the Federal Reserve Act 
was introduced by Senator Sheppard on January 4th. 
On January 9th Senator King introduced a bill, S. 
2208, to repeal sections 315, 316 and 317 of the Tariff 
Act of 1922, authorizing the President to change rates 
of duty upon imports in certain cases. 


POSTAL SERVICE 
On January sth Representative Griest introduced a 
bill, H. R. 8532, to amend an Act entitled “An Act to 
extend the free delivery system of the Post Office 
Department” approved January 3, 1887. Representa- 
tive Kelly introduced a bill, H. R. 8337, to amend the 
air mail act of February 2, 1925. 


ALIEN PROPERTY CUSTODIAN BILL 

The Senate Committee on Finance on January 17th 
voted down a motion for immediate consideration of 
the tax reduction bill (H. R. 1) and decided to take 
up the Alien Property Bill (H. R. 7201). The com- 
mittee decided at this time to hold hearings on H. R. 
7201 on January 23 and 24 with the hope of conclud- 
ing them in two days. 
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Past 
President 


Heller 
Dead 





On January 24, the entire Retail Credit World was shocked by news of the 
death of Emanuel B. Heller of St. Louis. Our ranking Past President and a 
man known from coast to cwast among retail credit grantors. 

In apparent good health and his usual good humor, Mr. Heller called at the 
National Office on January 23, about eleven o’clock in the morning, and spent 
over an hour talking with Manager-Treasurer Woodlock and Mr. Sanders, the 
following day his body was found in a hotel a few blocks from the office. He had 
committed suicide. 

The fact that Mr. Heller was the first of our Past Presidents to die made 
the shock of his death all the more acute for the officers of the National Retail 
Credit Association who had been associated with him for years. 

Mr. Heller began business as a bundle wrapper for A. Sacks & Co. in Wash- 
ington, D. C., at the age of fifteen. In 1892 he moved to Streator, Illinois, and 
entered the employment of D. Wolferman, a clothing merchant. He studied law 
at nights and was admitted to the Bar in Illinois. He became influential in poli- 
tics and was elected Alderman of the City of Streator. He later became identi- 
fied with the Equitable Life Ins. Co..and the New York Life Ins. Co. and made a 
record as agency director in that territory. 

In 1904 he moved to St. Louis and formed a partnership with Mr. Livingston 
under the name of Heller & Livingston, operating a chain of ready-to-wear stores 
selling on the installment plan. He became identified with the Associated Retail 
Credit Men of St. Louis and his interest in the local and National organization 
caused him to be elected President of the St. Louis Association and later Second 
Vice-President of the National. ' 

He possessed qualities which attracted men, a clear thinker, aggressive in 
all the councils of the Natienal Association. He was advanced to First Vice- 
President of the National and in 1926 was elected President, an office from which 
he retired last August. 

Few men in the National Association had more personal friends than Mr. 
Heller. His advice and counsel was sought at all our National and Regional 
gatherings. 

When his wife died he devoted much time to the proper raising of his only 
son, Jonas, and three years ago he married for the second time. He is survived 
by his widow, Mrs. Irma Biebinger Heller, and his son, now twenty years of age. 

During the past few yéars his business affairs became considerably involved 
and his associates noted it affected his magnetic personality and optimism. He 
lacked the fire of old, yet he never complained. He never asked for assistance in 
solving his many problems. He preferred to fight them alone, and no doubt it 
was this strain on his mind which caused him to commit his final act upon the 
stage of life. 

His thousands of friends among the Credit Men and Women of the country 
who knew him intimately and served him during his term as President can 
hardly realize he has gone. He will be missed from our council table and 
conventions. 

Mr. Heller was a real man, an enthusiastic worker for the National, a loyal 
friend, the type of a fellow who could not say “No” to a friend. Possibly this 
“virtue” proved to be a “fault” which caused much of his later day troubles. 

Let us hope that in that land from which no traveler returns the spirit of our 
Past President will enjoy the reward of a life well spent. 
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On the Code of Ethics 


By FRANK BATTY, President 


Associated Retail Credit Men of San Francisco, California 


ve above quotation sums 
up admirably the purpose 
we had in mind in arrang- 
ing the Code of 1927, prepared for 
and accepted by the National Re- 
tail Credit Associaton at the Provi- 
dence convention, and apparently 
there is no reason why it should not 
be adopted as an expression of our 
ideals and objects for some time to 
come. 

It was never intended that the 
Code should be a “thou shalt not” 
document, inflicting penalties of ex- 
communication for failure to com- 
ply on the part of individual mem- 
bers, neither is it a law of the 
Medes and Persians, which alter- 
eth not; on the contrary, its pur- 
pose is primarily educational—the 
setting of a definite course to pur- 
sue. In other words, it is an ex- 
pression of what may be termed 
standard practice, applicable to the 
nature of our profession. 

Its permanency value may, of 
course, be subject to question, but 
that was not the principal object in 
its preparation; rather it is an at- 
tempt to visualize our own peculiar 
needs and requirements, with the 
hope that it may be of service in 
our efforts to improve conditions 
under which we live and labor, 
which, after all, is the very reason 
for our existence as an association. 
What is recognized custom today 
may be obsolete a_ generation 
hence, but our chief concern is with 
those immediate things which call 
for redress in sins of omission as 
well as commission. 

Ethics, clearly defined, is the sci- 
ence that treats of the principles of 
human morality and duty, and 
while basically these things are fun- 
damental and irrevocable, yet in 
their interpretation and application 
to modern business, there may be, 
and is, a wide divergence of opin- 
ion. Each industry or profession 
has its own ethical and economic 


“The ideals of men best project 
themselves into reality when crys- 
tallized in written documents. In 
every line of human activity, a 
united written expression of that 
which is best for the common good 
becomes a strong force for prog- 
ress. The mere expression clari- 
fies the general sentiment.” 

FRANK D. Jones. 


problems, subject to local condi- 
tions. Our duty is to discover ex- 
actly what those particular prob- 
lems are and make an honest effort 
towards their solution. 

In turning over an embedded 
stone by the side of the ditch, an 
ugly insect population scatters in 
various directions, and in like man- 
ner, by applying a definite standard 
to our energies, the revelation will 
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become apparent and beneficial re- 
sults ensue. 

The question has been asked, 
“Do we really need a Code of Eth- 
ics?” and we answer in an unhesi- 
tating affirmative. A Code is as es- 
sential as a constitution and by- 
laws, and should be so recognized ; 
an adequate Code is that by which 
the very life of our association 
should be governed ; the foundation 
of its character, tangible evidence 
of those principles for which we 
stand. 

Granted, it is not a difficult task 
to select a few high sounding 
phrases from a dictionary, all of 
which may be mere platitudes as 
far as their practical value is con- 
cerned, and no thoughtful minded 
person will place such a stigma 
upon our production, at the same 
time it must ever be borne in mind 
that a Code is not in any sense a 
mere ornament, but a “tool to work 
withal for those who will.” 

May it not be stated without fear 
of successful contradiction, that 
the Codes of Ethics adopted by the 
thousands of trade associations in 
this community have played a 
prominent part in developing 
“higher consciousness” in the evo- 
lution of American business, a con- 
dition, while far from being per- 
fect, is something for which we 
should be devoutly thankful. 

“Sandy!” said the old Scotch gro- 
cer to his apprentice, “have you 
sprinkled the tobacco and sanded 
the sugar?” “Yes, sir,” replied the 
boy. “Then come upstairs to 
prayers,” is ludicrous and probably 
without foundation in truth, but 
none of us can read without a thrill 
of the early strivings of men like 
A. T. Stewart and John Wanamak- 
er, who made commercial honesty 
their goal in the days when the 
price beating system was in vogue 
and exploitation a regular practice. 


Turn to page 30, please 
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Bureau Promotion 


NE of the biggest mistakes 
O the Bureau solicitors make 

in attempting to enroll a 
merchant doing business on a 
credit basis, is in attempting to 
SELL the Bureau. This experience has taught me 
that the merchant is interested only in IDEAS that 
promise to be beneficial to him. At first he is not in- 
terested in the seller or the seller’s business, but he IS 
interested in learning just what the seller is able to 
do for him. 


Let me explain just what I mean by that. In every 
city there are merchants doing business along credit 
lines that honestly believe the losses they suffer are 
part and parcel of the credit system and firmly be- 
lieve there is no way in which these losses can be re- 
duced. By proper approach, which I will explain 
later, the solicitor can interest the merchant in just 
how the Bureau can help him, and not try to SELL 
him the service. 


The merchant, and especially the smaller merchant, 
understands very little regarding your Bureau and how 
you can help him. He is under the impression that 
the Bureau was established solely for the benefit of 
the larger stores. He believes that, in view of the 
small amount of credit he extends as compared with 
the larger stores, there is no necessity for him to join 
your organization. And then again, if he does join 
he does not think he will receive the same service and 
attention that is given the larger merchants. 


First, we shall assume that every Bureau has a 
standard contract, uniform rates and uniform service 
to all its subscribers. Then, it is absolutely essential 
that your solicitor understand in detail exactly how 
your service will benefit the merchant’s particular 
needs. In addition, he must also have a full and com- 
plete knowledge of the credit situation in his commun- 
ity. It is also necessary that your solicitor be able to 
convince the merchant that you intend to make an 
honest, conscientious effort to cooperate with him as 
you do with your other subscribers in order to prop- 
erly control the credit situation, and to be able to 
show him that without such a Bureau protecting all 
legitimate merchants, the success of all retail stores is 
at stake. Armed with this knowledge he is prepared 
to meet and overcome successfully in a business-like 
manner any problem that his prospect may present to 
him. In other words, he should express your desire 
to ENTER THE EMPLOY OF THE MERCHANT, 
act as his agent to secure for him, in such manner as 
you may deem best and advisable, information that will 
enable him to place on his ledgers only such accounts 
as are desirable. I hope I have clearly explained what 
I meant by not attempting to SELL, the Bureau. 





By A. E. HERMAN 
Retailers Credit Association 
of San Francisco 


Let me digress one moment to 
say something about the man who 
is to represent you. Remember 
this—the moment your representa- 
tive meets the merchant, your Bu- 
reau is reflected through him. Therefore it is wise to 
be very careful in choosing the proper individual. 
Above all else, he must not be a high-pressure sales- 
man of the type that is so prevalent nowadays. He 
must guard himself against misrepresentations. 


It is not my intention in this article to say very 
much as to whom you should enroll. Each Bureau 
must decide on a definite policy, so that those whom 
they do enroll will be the means of building up and 
developing their files. The firm that transacts busi- 
ness with transient trade or floating population is not 
desirable. As a rule they request reports on individ- 
uals who are not listed in the files of your Bureau. 
Therefore, you incur more than ordinary expense and 
exert unusual effort in compiling the information de- 
sired and the report is hardly, if ever, sold again and 
is of no value to the merchant. We must not, how- 
ever, overlook the small merchants in the outlying dis- 
tricts. It is from them we are able to secure much 
of the information regarding the history and personal 
data of the individual. Information from these mer- 
chants is reliable as they realize the necessity of rend- 
ering every assistance possible to the Bureau, just as 
the Bureau assists them in determining the status of 
the newcomer to their neighborhood who has applied 
to them for an account. 


At this point I want to outline briefly how I EN- 
ROLL MY PROSPECT rather than sell him the 
service. On your initial call I maintain it is wrong 
to sell your service by mentioning such features as col- 
lection letters, daily, weekly or monthly bulletins and 
their various ramifications. Nor should you mention 
the speed in which you can return a report to him. 
Neither should he be shown a standard form of re- 
port, and especially not a derogatory one. There are 
many other features of a similar nature, too numerous 
to mention, that each Bureau uses as a so-called sales 
talk which should not be mentioned, and for this ex- 
tremely important reason—when SELLING the Bu- 
reau, you are apt to be over-anxious and wax enthusi- 
astic about the features of your service. You cannot 
enter into a definite contract with any merchant and 
try to perform a service that in many instances cannot 
be fulfilled. You must undoubtedly realize that you 
are dealing in the abstract, furnishing information to 
subscribers, and it is mighty easy to fall down in a 
good many cases where you are called upon to render 
the service you promised, with the result that your 


Turn to next page, please 
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Bureau Promotion 


(Continued from page 12) 


new subscriber feels that he has been “roped in” to 
another promotion scheme and instead of cooperating 
with you, even if you do enforce his service contract, 
he is dissatisfied and it is needless for me to mention 
the amount of damage one dissatisfied subscriber can 
do to the Bureau. 


Here briefly is how I enroll a prospect. Of course, 
I realize that time will not permit me to elaborate, so 
I will try to convey each idea in 
as few words as possible: 


I tell him that ours is a mer- 
chant owned institution, organ- 
ized for his sole benefit to con- 
trol the retail credit situation. I 
also mention the number of mer- 
chants enrolled in our city and 
state and the number affiliated 
nationally, it being a 
nationwide organiza- 


tion. Wherever pos- E eros 


sible we endeavor to 
give him the follow- 
ing information on in- 
quiries that he makes : 
How to open the ac- 
count intelligently, the 
amount of credit to 
extend, the moral 
risk, his customers’ character, ability and willingness 
to pay, amount of outstanding obligations, and if his 
customer will meet his obligations in the face of ad- 
verse conditions. He should know who pay promptly, 
who pay slowly and who never pay, and whether the 
new customer pays his bills in 30, 60 or 90 days or 
takes 18 months to clear. That we are anxious to 
know whom his “DEAD BEATS” are, just as he 
should know the names of ours. Likewise, he is told 
that in order to protect themselves against legal en- 
tanglements, most merchants are not answering the 
Direct Inquiry. 


Emphasize the worthlessness of references given by 
the new customer, because the customer will not tell 
the merchant where he owes money; also, the danger 
of accepting an account which had previously been 
rejected by his competitor who is a subscriber of the 
















He should know who pay promptly, who pay slowly and who never pay. 


Bureau, the rejection being caused by information 
submitted proving the customer was not entitled to 
such an accommodation; likewise, a former cash cus- 
tomer may not be a good credit risk because he prob- 
ably could not secure credit elsewhere and in order 
to establish himself first before requesting an account 
he paid cash for a while. 


The merchant knows that competition is keen, op- 
erating expenses are high, and profits 
are small, and in justice to himself he 
should not take any chances in sell- 
ing merchandise to people who are 
“dead beats”; that, without our Bu- 
reaus he is setting himself up as a 
mind-reader, just guessing, when 
called upon to pass on an account. 
He should be shown that against fire 
and theft he can recover as a result 
of his insurance coverage, but with- 
out our service he has no chance to 
recover against the 
“dead beat.” Only 
Vg MM py ho prompt payment on 

Mepemee | his Accounts Re- 
Y ceivable can build 
his business and 
safeguard his 
profits. 

In the case of a small merchant, it is not the num- 
ber of times he may call on us, but the fact that he 
has access to our splendid files to secure this informa- 
tion when he needs it. In comparison with the aver- 
age amount of single or monthly sales, one report may 
save him many times the cost of the service. I also 
mention the fact that while we are not 100 per cent 
perfect, we feel that if we can help him 85 times out 
of 100 we are rendering a mighty important service 
to the community. 


You will notice that at no time have I committed 
the Bureau to any definite policy of service. I merely 
stressed in a general way the absolute necessity of the 
merchant joining our Bureau. The signing of the 
contract is just a matter of form, as you will agree 
with me that he has by now seen the necessity for it. 
Of course, I tell him that his contract is subject to the 
approval of the management before acceptance. 








There is Interesting News for you on page 32. 
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Will the Ghost Walk Again 


EXIF, 
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streets of the railroad town where I lived as 

a child—the fear of a strike. The strike 
never actually materialized, but a fear seemed to be 
always clutching at the hearts of the people in the 
town that it would come. Perhaps, if a strike had 
really taken place it would not have done half the 
harm that the alarm over a possible strike did to the 
town. 


A BUGABOO constantly stalked through the 


Sometimes, the bugaboo would seem to vanish for 
a year or two and the town would seem fairly pros- 
perous. The tradesmen would be liberal with their 
credit to the people in the town. The shops and of- 
fices would be running with night and day shifts in 
order to handle the large amount of work on hand 
and everyone in the town seem contented and happy. 
It even affected the farming population that sur- 
rounded the town and the farmers would plan large 
crops to be sold to the people in the town. 


When, suddenly, out of a blue sky would come the 
strike fear again to stalk through the town and drive 
hope from the hearts of the men, women and chil- 
- dren. Grocers, butchers and bakers would refuse 
credit and urge customers to pay up their bills. People 
began to purchase only the necessities of life and not 
much of that. The farmers heard the rumor and de- 
jectedly only put in half-a-crop. 


All this time rumor went rife in the town about 
, the possible strike. It was to be on a larger scale than 
ever had been heard of before! It would take weeks, 
perhaps months, to settle it and the people in the 
town would suffer in proportion! Wives talked about 
it over backyard fences. Children discussed it at 


The Strike Bugaboo 


By HAZEL M. BLAIR 


their play, feeling in some 
way the shadow that hung 
over the homes and town. 
Men went half-heartedly to 
work. What was the use 
of working when a strike 
was going to come along 
like some terrible monster 
and devour all your savings 
and hard work of years? 


Yet, in all the years I 
lived in that town the said 
strike never happened! 
Probably, the report of 
each strike was merely 
founded on some “old 
wives’ tale,” but it had its 
effect on the people. The 
fear was always slumber- 
ing in their hearts and the 
report, like all bad ones, 
was only too easily believed and disaster followed in 
its wake. There was nothing to base facts on that it 
would not happen, and nothing to check the bugaboo. 

Not long ago I visited that same town again—after 
many years’ absence. I found the town more prosper- 
ous than I ever recalled it to be. The streets were 
well paved ; new stores appeared in large number, and 
fine, large cars were parked everywhere downtown. 
Yards seemed well kept and the people I met with 
were all happy and contented. Yet, they all depended 
on the railroad for a living as in years gone by. 

I made inquiry as to whether or not the strike had 
ever occurred, or if the people feared as we used to. 
The druggist, a relic of my childhood days, laughed 
at me and said: “My, but folks were foolish in those 
times to be always worked up about a strike!” 

“We have learned to go by facts, rather than by 
fancies. We have a thriving retail credit bureau in 
this town now. It keeps the merchants informed of 
general business conditions over the country and we 
know it foolish to be scared over a strike when busi- 
ness is healthy and no reason for it coming.” So that 
was the way of it all. The people were using logic. 
The bugaboo had been driven out of that town for 
good and all. 

All this came to mind recently when I heard dis- 
cussed in several places—the possible result on busi- 
ness of a presidential year. It seemed to bring a gen- 
eral conclusion in its wake among banker, bootblack 
and bartender that it was bound to be a bad year just 
because a presidential year always was a bad year. 
No logic used in such discussion more than because 
it had always been so it was certain to be so again 
in 1928. 


Turn to next page, please 
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Will the Ghost Walk Again 


(Continued from page 14) 


I questioned a number of friends on 
the matter and all agreed that they 
had grave fears for this year in its 
effect on business. 

“Jim and I have agreed not to buy 
a new car this year,” said one of my 
women friends. “It is a presidential 
election year and no telling what it / 
will do to Jim’s business!” Although * 
she confessed to me later that Jim’s 
business had never been better or had 
a rosier outlook. Thinking trouble 
it seemed to me. 








Another woman friend of mine, who runs a small 
dress shop, told me the other day she was not going 
to purchase much advance stock the rest of this year. 
Instead try to sell just what she had on hand. “A 
presidential year is always a hard year,” she informed 
me; “and I might have all the new stock on hand if 
I ordered it. You can never tell, so I am playing 
safe.” 

Forecasting the year’s business conditions seemed 
to be coming into its own and, judging from what I 
heard, was evidently at present and would be for many 
months the favorite American indoor and outdoor 


sport. Just like the old women used to hang over their- 


back-yard fences at home and discuss what the strike 
would do to their town—that is if it ever came. 

The majority of people I talked with thought the 
year should run in accordance with past tradition and 
be a bad one just because it should. They were in 
full agreement upon that one point. Like the old man 
who thought it cheaper ta feed white horses than black 
ones because white horses were the only ones he had 
ever owned on his farm! 

Then, somewhere, I picked up an agricultural jour- 
nal of national fame and read where there had been 
an increase in the buying powers of agricultural com- 
munities of about $300,000,000—as compared with one 
year ago. A Wall Street journal said that Europe 
showed signs now of regaining its demand for Ameri- 
can products. In short, everything that I read in the 
way of facts pointed to business being pushed encour- 
agingly for 1928. All the books I read on panics 
and business cycles spoke of the whole matter as hing- 
ing upon credit of the proper sort. 

So it was that I took my way to the offices of the 
National Retail Credit Association, 606 Equitable 
Building, St. Louis, to settle the matter for once and 
all in my own mind as to whether or not the buga- 
boo of a presidential year being a bad one could not 
be downed by facts in their possession. 

Mr. Guy H. Hulse, secretary and educational direc- 
tor of the National Retail Credit Association, had just 
returned from a trip to fifteen eastern states and was 
interested in discussing the very matter I had come 


Old Women Used to 
Hang Over Fences 


to see about. He laughed when I told 

him the opinions that I had found riot 

among the people I had spoken with 
_ about the matter of the remainder of 
ra , this year being good or bad for 
oa | business. 

“Tt is the nature of people in gen- 
eral to look upon the dark side of 
things,” explained Mr. Hulse. “Some 
of them really delight in doing it, I 
believe, like those folks who take 
great joy in going to funerals. You 
know such people and so do I!” 














Then Mr. Hulse showed me a large map covering 
one side wall of his office and heavily dotted with pins 
of various colors. Each pin, he explained, stood for a 
credit bureau, and where the pins were thickest meant 
that credit was particularly good in that section of 
the country. In other words, the buying and selling 
power of that section was healthy and well controlled 
as it should be. 


“We used to be alarmed over smallpox or yellow 
fever when a single case reared its head in a commun- 
ity,” said Mr. Hulse, as he resumed the seat at his 
desk and leaned back comfortably in his office chair. 

“Now we look at the matter quite differently. We 
know all that science has done in the direction of in- 
noculations and vaccines and the fear has left us. We 
treat a case or cases of such disease intelligently and 
do not fear an epidemic sweeping the community as 
we formerly did! 

“In other words, we have learned to keep our heads 
and use our wits when a disease hits our family or 
community—instead of standing by helplessly and let- 
ting it devour many lives.” 

He then showed me records of the National Retail 
Credit Association, proving that there are 900 healthy 
retail credit bureaus listed with the Association, repre- 
senting the purchasing power of at least fifty million 
people over the country, and also _ representing 
1,313,609 retail stores in various cities and towns. 

“In every town or city I have visited recently,” he 
went on to say, “I find where there is a credit bureau 
established that the credit losses have dropped as low 
as one-fourth of one per cent, where they used to be 
four and five per cent. 

“Then please remember that at least 87 per cent of 
the business of the country that is handled is depen- 
dent upon credit. We could not possibly do without 
credit! It is as necessary to our country’s welfare 
as the breath of life to our bodies. That fact estab- 
lished, we have gone about to make it safe and healthy 
by the establishment of credit bureaus and this national 
association as a clearing house. 


Turn to page 26, please 
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. 50 No. 3 Letters. 


The New 4-Poin 





THI 


THE NEW-4-POINT-COLLECTION re. 


Published ty 


NATIONAL RETAIL CREDIT ASSOCIATION 














WHAT THE NEW SYSTEM CONTAINS: 


. 100 No. 1 Letters, informing the debtor that his ac- 
count has been reported to the National Association 
for collection. These letters urge him to pay you di- 
rect—at once. .Past experience shows that this letter 
collects the majority of delinquent accounts. 


. 75 No. 2 Letters, repeating the demands of Letter No. 


x (in stronger terms), 


and demanding immediate 
attention. 


No. 3 is a definite final notice that 
unless the account is paid in ten days attorneys will 
take action. 


We include National Association envelopes for mailing 


all of the above letters. 


4. 


25 Forwarding Blanks, for reporting unpaid accounts 
(for final action)to your bureau or the National office. 


. 100 Follow-up Record Sheets and 3 special Follow-up 


Folders. 


. A 32-page instruction book, containing complete i 


structions, a section devoted to credits and collections, 
another to credit forms, and a complete digest of col- 
lection laws of various states. 


All packed in a handsome file box, bound in black cloth, 
with gold embossed title and hinged top. Fits in verti- 
cal file cabinet or large desk drawer. 
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WVollection System 


A Collection System that Actually 
Collects Delinquent Accounts! 








Upon the four-year successful record of the old 4-Point System we have built this new system— 
a collection system as complete and as powerful as human ingenuity can make it. 


New letters, skillfully written—new follow-up records to make the system practically automatic 
—a new container (a complete file in itself) with a place for everything and everything in its 
place. 


No unsightly binders, no punching, no perforations, no stubs to tear off, no ragged edges on 
your letters. The letters come ready to use, just like your regular letter-heads. 


And most important, the system actually collects delinquent accounts—don’t take our word for 
this, but read the letter at the right! This is only one of hundreds received from enthusiastic 
users. 


Three factors make this the most powerful collection system ever devised: 


1. It is backed by the nation-wide power of this 
Association. The letters are written on the letter- 
heads of the National Retail Credit Association 
and signed by an official of the Association. 
Think of the psychological effect of 15,000 mer- 
chants (that’s what it actually means) calling on 
your debtor to pay your bills! ; 


2. Skillfully written, the letters approach the 
debtor from a new angle, showing him the ad- 
vantages, the necessity of paying your bill in 
order to protect his credit with all the rest of us. 
No browbeating, no bulldozing, just straightfor- 
ward, honest demands requiring some action on 
your account. 


3. Fear of consequences. The debtor is given 
every opportunity to pay your account or make 
some earnest attempt to take care of it. But al- 
ways, he is reminded of the consequences— 
ruined credit, needless expense, legal action—if 
he doesnt’ pay. 








“In union there is strength.” This system brings 
to you the combined collecting strength of 15,000 
retailers organized for mutual protection. Order 
it now—and turn “frozen” credits into working, 
profit-making capital. 






Read this proof 


of 4-point results! 


ints 


. Price, $20.00 Postpaid---to Members only. 


=! National Retail Credit Association 


~ Equitable Bldg. Saint Louis 
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Flashes 


From the National Office 











Peabody Hotel, Memphis 


Associated Retail Credit Managers 
of South at Memphis, March 19-20 


News from Memphis, Tenn., about the conference 
of Associated Retail Credit Managers of the South, 
to be held in that city March 19-20, is that the meet- 
ing will be one which will be long remembered. In 
fact, the report is that the usual thorough-going or- 
ganization and plan-laying has taken place which has 
preceded events in Memphis credit circles in the past. 
Everybody knows with what flying colors Memphis 
has always carried off such events. 

National President Leop. L. Meyer will be present 
at the meeting and make an address, as will Manager- 
Secretary David J. Woodlock, Field Secretary Guy 
H. Hulse, Lawrence McDaniel, national counsel, and 
John M. Connolly of New York, and Stephen 
Talkes of Washington. Other national figures, includ- 
ing Mr. A. D. McMullen, of Oklahoma City, may also 
be in attendance. 

With such an array of credit-talking talent, rein- 
forced by the large number of delegates who will be 
on hand qualified to ask and answer questions from 
the floor, and make comments, correct credit ideas 
should be evolved which will permeate to the uttter- 
most bounds of the country. 

The sessions will be held in the new Peabody Hotel, 
considered one of the prettiest and finest in the 
country. 


Displays will be on hand in which those who are 
desirous of soliciting the favor of credit men and mer- 
chants will vie with each other in presenting the mer- 
its of the appliances/which they have to offer. 

Entertainment in keeping with the spirit of true 
Southern hospitality—Memphis hospitality, in fact— 
will be provided. Not a dull moment will be experi- 
enced by the delegates to this Southern conference, 
which Memphis Association promises will be the “big- 
gest and best” ever. At least three hundred delegates 
are expected to attend the conference. 

Memphis is a city well worth visiting from a tour- 
ist’s and sightseer’s point of view, in fact, it is one of 
the most interesting cities in the country. It has a 
residential district which S. S. McClure said, in a 
published article a few years ago, was one of the most 
beautiful in the entire country; many beautiful sub- 
divisions have been added since Mr. McClure’s visit 
to Memphis. It is the worlds greatest hardwood lum- 
ber market; it has the biggest cotton warehouses and 
compresses in the world. It is the largest producer of 
cottonseed products, and is the largest inland cotton 
market. If the delegates put in times between sessions 
sightseeing, they will be able to see only a fraction of 
the interesting things and places Memphis has to offer. 


Turn to next page, please 
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Flashes 


(Continued from page 18) 


The Memphis Retail Credit Mens Association came 
very prominently into the limelight in 1918, when it 
won the first trophy prize given for the largest num- 
ber of new members gained that year, the first year 
such a prize was offered. Although pitted against all 
the big cities, the little Southern citys association, then 
three months old, in August, 1918, was awarded the 
prize, greatly outdistancing their nearest competitor. 
They at the same time became the largest similar or- 
ganization, remaining so for a year or two. The asso- 
ciation again in 1919 gained the prize for getting the 
largest number of new members. 


The Association has furnished most valuable man- 
power to the National organization. Geo. A. Lawo, 
a former National president, has since its pioneer days 
been an indefatigable worker in the National Associa- 
tion. Alf Goldschmid, a Memphian, is a National di- 
dector; A. M. Stewart, of the Bluff City, formerly a 
president of the Memphis Association, is president of 
the Associated Retail Credit Managers of the South 
for the current year. 





VAN DE WATER TO RIVAL LINDBERGH 


Mr. J. H. Van De Water, General Manager of the ~ 


Retail Merchants Credit Association of Los Angeles, 
and President of the California State Secretaries Asso- 
ciation, has purchased an aeroplane and travels from 
one end of his state to the other in a few hours. A 
few days ago he visited Tucson, Arizona, a distance of 
six hundred miles, making it in five hours. Van says 
the distances in the west make aeroplane travel a ne- 
cessity for the busy executive. 





FLORIDA CREDIT CONFERENCE AT 
ORLANDO, APRIL, 23-24 


The first general conference of Credit Managers 
and Bureau Executives will take place at Orlando, 
April 23-24. Mr. C. P. Younts of the Frank T. 
Budge Company of Miami, in charge of the arrange- 
ments, predicts it will be one of the best conferences 
of the year. 

Educational Director Guy H. Hulse will be present 
to represent the National Association, and several 
speakers of national importance have been invited. 


NEW.4-POINT COLLECTION SYSTEM MAKES 
A HIT WITH MEMBERS 


From the way in which orders for our new 4-Point 
Collection System are pouring into the National office, 
members consider the new system a decided improve- 
ment over the book used last year. 


NORTH CENTRAL CONFERENCE 
FEB. 20th AND artst 


Rochester Convention Committee is all prepared for 
the Third Annual Conference of the North division, 
National Retail Credit Association. 

These boys are waiting to welcome you to the next 
Regional Conference to be held at Rochester. They 
have planned a very interesting and unusual entertain- 
ment program. One of the most delightful features 
planned is a supper party in Rochester’s best and new- 
est theater—The Chateau Dodge, which is the only 
“atmospheric theater” in the Northwest. Special en- 
tertainment features will be worked in with the sup- 
per show. This will be followed by the “Big Ban- 
quet” at the Kahler, the biggest and best and most 
up-to-date hostelery. This event will be one that will 
be long remembered. Then do not forget the tour 
of the “World’s Famous Medical Center” at 1:00 
p. m. of the second day. This tour will include a 
tour of the city, the many hospitals and the Mayo 
Clinic buildings. To those that have never visited 
Rochester this trip will afford a wonderful opportunity 
to see and learn about it. 


Special round trip fares on either the Jefferson 
Highway Transportation Company or the Chicago 
Great Western Railroad can be secured from the Twin 
Cities. 

Minneapolis to Rochester and return . .$4.80 
St. Paul to Rochester and return ..... $4.40 

If you have not sent in your reservations do it now. 
You cannot afford to miss attending the Rochester 
Conference. It is a combination of the best in educa- 
tion features and the best in entertainment. 

Signed THE CoNVENTION COMMITTEE. 

P. S.: Come, let the dead ones stay home. 


NEW HAVEN, CONNECTICUT, WILL HAVE 
CREDIT EXPOSITION FEBRUARY 16 


On February 16, the New Haven Retail Credit As- 
sociation will hold its annual Credit Exposition in the 
Hotel Taft. The exhibit of Office Appliances, Book- 
keeping Systems, Credit Forms, Collection Features, 
etc., will open at 4:30 p.m. A banquet will be served 
at 6:30 p. m., followed by a business meeting and in- 
stallation of officers. 

Mr. R. A. Peck, H. M. Bullard & Co., President. 

Mr. M. P. Bradley, Morris Plan Bank, Vice-Pres. 

Mr. J. Leo Sykes, Sykes & Libby, Vice-Pres. 

Mr. C. C. Coleman, Secretary of the Credit Bureau, 
Secretary-Treasurer. 

Mr. Benjamin Abrams, the retiring President, be- 
comes Chairman of the Board of Directors. 


Turn to page 27, please 





20 THE CREDIT WORLD for February 





America’s Most Beautiful City 
Our Meeting Place in June 
Kansas City—the Heart of America 





HEADQUARTERS HOTEL 
The Muehlebach 
Kansas City’s Outstanding Hotel, with 


the guaranty Credit Men get the prefer- 
ence for our convention week. 


Only two blocks from the Shrine 


Temple, where the convention will be 
held. 


Make up your mind to go. 
See page 32 for details. 


SHRINE TEMPLE 


For the first time in our history we hold our 
convention away from the Headquarters Hotel. 


The new Shrine Temple, only two blocks from 
the Muehlebach Hotel, has unusual conveniences. 
All under one roof, with permanent and com- 
fortable chairs, ample committee rooms, cafe- 
teria, etc. 


Absolute quiet; no street noises. The most 
ideal arrangement we have ever had. 





Send in your reservation NOW! 


This will be our Greatest Convention. 
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Creditorial 


(Trade Mark Applied for) 
By LOUIS SINCLAIR GRIGSBY, Asst. Secy. 
Associated Retail Credit Men of Washington, D. C. 


ting a pace in establishing the worth of or- 

ganized effort as evidenced by recent develop- 
ments in furthering the cause of better retail credits 
throughout the country. The activity of the organi- 
zation during the past six months has stamped the 
association name indelibly on the rolls of progressive 
groups working for the common weal. To many re- 
tail credit grantors in the membership of fifteen thou- 
sand, the name of the national office means little or 
nothing other than a title. Frequently we meet the 
member of the group who feels that the monthly re- 
ceipt of the CrEpit WorLD constitutes the entire bene- 
fit to be derived from this connection. 

Let us, therefore, study carefully the recent nation- 
wide effort to bring present day granting of credits 
to a plane never before attempted. Following the har- 
monious convention at Providence last August, a corps 
officers selected by the majority resolved to make the 
years 1927-1928 historical in the annals of the associ- 
ation by results obtained. Five months stretch away 
before the convention in the “Heart of America” in 
June, but the force and power of the retailers’ asso- 
ciation has been appreciated in divers ways. 

The membership holds its own, yet there is no rea- 
son why the number of members of the organization 
should not triple before we meet in annual conclave. 
Just a fraction of effort on the part of the thousands 
of members in the organization at this time would 
bring the desired results. In studying the worth of 
your National membership do you ever realize where 
you would be, where your store would stand, without 
this factor in steadying retail credits? We are prone 
to forget the value of an element that works unceas- 
ingly and ofttimes quietly for the common good, yet 
without the balance wheel the mechanism runs wild 
and serious damage results. Why not, therefore, call 
to the attention of a representative credit grantor in 
your community, who does not enjoy the advantages 
of membership, the manifold benefits to be derived 
therefrom? 

In union there is strength, as we have been aptly 
told years and years ago. In selling the friend na- 
tional membership here is your opportunity to demon- 
strate the value of union. Remind him of the work 
of the Educational Committee of the National Retail 
Credit Association under the Chairmanship of Milton 
J. Solon, Credit Manager of the Dayton Company, 
Minneapolis, and Second Vice-President of the organi- 
zation, which developed a yearly campaign on the 
prompt payment of bills. The work of this committee 
is demonstrated not by words and literary effort but 


T @ National Retail Credit Association is set- 





tangibly by the issuance of the National Pay Promptly 
“Ad Folio,” the most comprehensive study of credit 
advertising grouped for the use of the retailer. Fol- 
lowing two months of arduous labor Mr. Solons’ com- 
mittee brought out material for the inspection of in- 
terested associations and individuals that could not be 
obtained elsewhere without an enormous expenditure 
of money: The use of any one of the proposed ads 
in this folio with the national emblem and lines of 
local identity will create a prompt payment feeling in 
the community. 
bills promptly is essential but costly when custom is 
lost. That is the question. Make them pay, yet hold 
their trade and good will. The ad folio makes the 
payment of bills a really pleasant privilege. 

President Leop. L. Meyer recently appointed Justin 
H. Edgerton, of New York City Chairman of a com- 
mittee to lay plans for Retail Credit Classes through- 
out the country. A concrete, organized effort to pro- 
mote and stimulate the business like education of the 
junior executives and employees of the profession. In 
itself, this movement certainly justifies the existence 
of a national organization. Each class formed, every 
lecture given builds for the retail credit grantor a more 
perfect structure. The efficiency of the individual 
plays a tremendous part in developing the systematic 
method of transacting business. The profession gains 
enormously in generating initiative in the employee 
and the stimulation redounds to the lasting benefit of 
the proprietor. At this time in scores of cities, weekly 
classes are held for the purpose of educating the em- 
ployees of the retail establishments in modern, com- 
mon-sense, practical methods of business. 

A special committee headed by Manager-Treasurer 
Woodlock recently appeared before the House Com- 
mittee on Appropriation in the Nation’s Capital in the 
interests of the establishment of a retail research bu- 
reau of the Bureau of Foreign and Domestic Com- 
merce of the Department of Commerce. This com- 
mittee brought vividly to the attention of the Congres- 
sional Committee the recognition that should be ac- 
corded the retail interests of the country, by the ap- 
propriation of fifty thousand dollars for a survey of 
conditions affecting retail trade. The strength of the 
national association placed squarely behind this effort 
brings forcefully to the attention of the federal gov- 
ernment the important part the retail credit grantor 
plays in merchandising. 

Speaking of legislation and incidental activities, the 
Hon. L. C. Dyer, Member of Congress from Missouri, 
recently re-introduced in the House a bill to provide 


The creation of this sense of paying 
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Is the Credit Man Just Lucky 


By E. B. SCHICK, Credit Manager 
Crowley Milner & Co. 


Detroit, Mich. 


The statistical work now under way will 
prove whether he is or not. 








Providence and with the 





DO NOT think that 
I the Credit Man is just 


lucky but you will find 
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Professors of the Univer. 








that the majority of Bank- 
ers and Merchants often 
wonder whether it is just 
luck or the honesty of the 
American public that makes 
it possible for the Retail 


sity of Michigan have de 
veloped many ratios cover- 
ing the operations of 
Credit Department. By 
studying these ratios after 
they have been formulated 
you will know exactly how 





Merchant to sell profitably 
on a credit basis. In most 
cases his only protection is 
the moral responsibility of 





your fundamental Depart- 
ments are operating in 
comparison with other De 








the customer and still he is 
able to keep his losses 
within one-half of one per cent. 

I have wondered whether they are giving the devil 
his due and appreciate that some recognition is due 
the Credit Manager who is able to collect practically 
all of his receivables when many accounts are opened 
through the exigencies of business. The Credit Man- 
ager in most large Department Stores must have both 
feet on the ground and must use good sound business 
sense. His Department handles a tremendous volume 
of business and ties up the greatest single item of the 
Merchant’s capital and if it were not kept in an excel- 
lent condition, would cause the Merchant real financial 
difficulty, if not bankruptcy. The fact that there have 
been few if any failures among the really large Retail 
Merchants of the country because of the condition of 
their receivables, and the fact that so many other kinds 
of business have gone through bankruptcy because of 
this situation, proves that the Merchant is watching 
this Department very closely or is able to sense a need 
of a change in his Credit Department before it be- 
comes serious—otherwise the Credit Managers are do- 
ing a very acceptable job. 

Now it remains for the Credit Managers of the 
country to prove they are not only protecting their 
credits but operating their Departments efficiently. If 
they are not and they are the right kind of Credit Man- 
agers I am sure they want to know where they should 
concentrate their efforts and effect improvement. 

The National Retail Credit Association sensed 
the need of statistics which would help keep the Credit 
Departments of the country operating on a sound basis 
and show when they were not doing this, where they 
were in error. A Committee was appointed for the 
purpose of developing a statistical comparison which 
in a simple and comprehensive manner would point 
the way toward more effective results. This commit- 
tee has worked diligently since the Conference at 











= 
His department handles a tremenduous volume. 


partments of other stores 
of like kind. This work 
does not apply only to the 
large stores. It is intended 
for all stores of all types and sizes selling retail mer- 
chandise on credit and the size and type will be 
taken into giving you comparative 
figures. The report will be divided into four dif- 
ferent classifications: Kind of Business, Charge Sales 
Volume, Installment Sales Volume, each with nine sub- 
divisions, and Geographical Districts with fourteen 
sub-divisions. These divisions will be computed into 
sifnificant ratios such as the following: 

Ratio of Pay Roll cost to Charge Sales. 

Ratio of Pay Roll cost to Volume Sales. 

Ratio of Pay Roll cost to Total Credit Sales. 

Ratio of Pay Roll cost per transaction. 

Ratio of Transaction per Employee. 

The average wage for the various divisions of a 

Credit Department. 

The yearly average per cent of inactive accounts 

receivable. 

Ratio of the per cent of losses from bad debts 

for sales. 

Ratio of Collection Figures. 

To my knowledge this is the first time credit cost 
ratios have been developed nationally and in a con- 
structive way. You have read some of the many 
articles written on installment selling and the harm 
that this is doing. These articles are written mostly by 
Theorists and every person who actually practices in- 
stallment selling on a constructive basis and adopts 
a definite policy along this line knows that with rea 
sonable care they can handle these accounts and keep 
them on a sound basis. There is so much talk going 
on at this time however that it remains for us who 
know from actual experience to prove that we are 
handling these accounts profitably without harm to the 
customer or the Merchant. This is your chance to 
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Our Job 


By F. W. FUNK, Credit Manager 


OME years ago “The Credit 
World” carried an editorial 
by Mr. Woodlock in which 

he urged us, as credit managers, to 
blow our horns and sell our jobs 
to the “boss.” It was not intended 
that we should become egotistical, 
but merely to sell or possibly re- 
sell our jobs to ourselves as well 
as to the “boss.” 

So many times, comments are 
heard of the possibilities of this 
profession or that. How many of 
us have, however, stopped to an- 
alyze the possibilities of our posi- 
tions? Are we merely satisfied to 
drift along or are we awake to our 
opportunities? Any job in any pro- 
fession is dependent on just what 
the occupant of that job makes it. 
Certainly we cannot expect the 
“boss” to realize the importance of 
our job unless we are sold on it 
ourselves. It has been said that 
there is no more important position 
in a retail business than the credit 
manager, and one of his many 
qualifications must be that of a good 
salesman. How, however, can we 
be expected to sell merchandise un- 
less we first are able to sell our- 
selves? No one will deny that our 
opportunity is as large as the per- 
sonality, determination and ability 
we can bring to it. 

It has been said that the organi- 
zation doing business on credit is 
as high in the community as the 
credit manager, its representative, 
makes it. The position is one of 
vital importance and dignity with 
opportunities for development and 
power, and we should endeavor to 
fill it to the best of our ability. It 
is necessary that we act as leader 
and example in that which we ex- 
pect from our patrons. Thus we 
become a business builder for our 
firm and a constructive factor in 
increasing business. 

Doubtless we make our share of 
mistakes, but these mistakes can be 


E. E. Atkinson & Co. 
Minneapolis, Minn. 





“Credit managers should 
blow their horns’’ 


made one of our greatest assets if 
we will only profit thereby by be- 
coming more careful and progres- 
sive. If we were never to make a 
mistake, it would be a clear indi- 
cation that we are standing still. To 
be progressive it is only natural that 
errors of judgment be made, but we 
have the satisfaction of knowing 
that we are doing things and learn- 
ing. If we were to stop learning, 
we and our jobs would also cease 
to grow. 

An active interest in other de- 
partments of the organization is 
necessary as knowledge of the en- 
tire business increases our ability to 
meet the problems that enter into 
our departments. A good many re- 
tail establishments already assign 
the credit manager the same stand- 
ing as the general manager which 
makes it necessary for him to be 
informed upon every phase of the 
business. 

Here then are some qualities for 
which we must strive, some of 
which may be natural and others 
which it is essential that we ac- 
quire: Self confidence, self control, 
knowledge, faith, fearlessness, clear 
thinking, accuracy and power of 
expression, tact, initiative, good 
conduct, development of imagina- 
tion and the fundamental principles 
of selling, accounting, advertising 
and retail store management. 

In this day and age of specializa- 
tion, this suggestion may not sound 
plausible, but although it is not as- 


sumed that a technical knowledge 
will be acquired of all these various 
departments, familiarity with the 
workings of these branches of the 
business is essential for the highest 
degree of efficiency of the function- 
ing of our departments in conjunc- 
tion with the store as a whole. 





MILLIONS INVOLVED IN 
PATENT DECISIONS 
Acme Card System Company Wins 
Decree Against Globe Wernicke 

Following years of litigation, a 
decision has been rendered in the 
United States District Court in 
favor of Acme Card System Com- 
pany of Chicago against Globe 
Wernicke Company, for patent in- 
fringement of visible office record 
equipment. 

Sixteen years ago Stanley An- 
thony, of Boston, perfected a prod- 
uct which later became known as 
Visible Record Keeping Equipment. 
Anthony made applications for pat- 
ents in the United States and for- 
eign countries, which were later 
granted. The manufacture and sale 
of this product, involving An- 
thony’s invention, was undertaken 
by the Acme Card System Com- 
pany, Chicago, who acquired the 
patent. Vast sums of money were 
spent in advertising. 

About five years ago the Globe 
Wernicke Company placed on the 
market a type of visible equipment, 
which the Acme Card System Com- 
pany felt infringed their patents, 
and they filed suit. The case came 
to trial on December 8, 1927, at 
which time Judge Walter C. Lind- 
ley, of the United States District 
Court, held the Anthony patent 
valid and that each one of the 
claims relied upon by Acme had 
been infringed by Globe Wernicke. 
A decree was given to Acme on 
January 19th, ordering an injunc- 


Turn to page 29, please 
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HERE’S ANOTHER WAY TO 
COLLECT TOASTED 
CHECKS 


One Valley business man _ has 
learned a new method of collection 
of “hot checks.” 

Some few weeks ago he tired of 
the Valley and set out via auto for 
the larger cities and the “bright 
lights.” 

His expenditures keeping pace 
with his rapidity of movement, the 
black ink on the bank’s ledger was 
soon transformed into red and be- 
fore long his checks became ‘mere 
scraps of paper.” 

Well, it was a Wacoan that 
proved the master hand at pulling 
a “coup-d-etat.” Just a few days 
ago this same Valley resident, now 
back to business again, received a 
C. O. D. package from the post of- 
fice. It was brought to his office 
and he paid for it. 

Proceeding to unwrap yard after 
yard of paper, he finally disclosed 
an ordinary house brick. Pasted 
on this was a check that the bank 
had returned with a neat pencil no- 
tation of “N. S. F.”—Edinburg. 


MAKING IT EASIER TO PAY 
BY CHECK 
By J. Bruce Younc 
Knoxville, Tenn. 

As I am not a merchant, but one 
that generally pays by check, per- 
haps by viewpoint will be helpful. 
If one pays by check it necessitates 
the writing of the check, address- 
ing the envelope, and either writing 
a letter or returning the statement. 

In many cases the patron wishes 
to keep the statement. Then he 
must write a short letter of identi- 
fication. Why not save this time by 
having the statement made on a 
sheet with a perforated upper sec- 
tion similar to the accompanying 
form? If a form of this kind is 
used, the patron can fill in the 
amount sent and mail the upper part 
with his check. The lower part, 
containing the statement, he 
keeps; filling in the blanks for 


amount sent, date mailed and check 
number if he desires. 

The perforation and the small 
amount of extra printing are the 
only additional costs, and I believe 
your would be more 
prompt. Addressed return envel- 
opes sent to patrons that pay reg- 
ularly by mail would be an addi- 
tional help. 


returns 


Firm's Name 
Address 
To—Patron’s Name 
Address 
Total Amount 
Amount Sent 





Statement 





BUREAU DUES DEDUCTIBLE 
FROM GROSS INCOME UN- 
DER FEDERAL INCOME 
TAX LAW 

By Harry W. RIEHL, Mgr. 
Better Business Bureau of 
St. Louis 

We are advised by Mr. F. E. 
Williams, our attorney, that in his 
opinion, the membership payments 
made by you to this Bureau for its 
support are ordinary and necessary 
business expenses which are allow- 
able deductions from your gross in- 
come under the Federal 
Tax Law. 

In support of this opinion Mr. 
Williams refers to Section 214 (a) 
(1) and Section 234 (a) (1) of 
the Revenue Act of 1926 relating to 
deductions, and to Office Decision 
No. 421, Income Tax Rulings, Cu- 
mulative Bulletin No. 2, relating to 
business expenses and reading as 
follows: 

“Membership fees or dues paid 
by individuals and corporations to 
a chamber of commerce or board of 
trade are deductible from gross in- 
come as a business expense provid- 
ed the membership is employed as 
a means of advancing the business 
interests of the individual or cor- 
poration.” a request is being made 
by the Bureau to the Commissioner 
of Internal Revenue for a ruling in 
this matter. 


Income 


New Ideas 


HERE’S A PLAN THAT 
WORKS 

Early in 1925 we put in practice 
a plan of telephone collections 
which not only strengthened the 
work of our collector but has itself 
produced unusually satisfactory re- 
sults ever since. 


Before that time, we had sent 
out statements followed by a series 
of letters, mailed from 10 to 15 
days apart. We also had a collector 
wlio made calls between the letters, 
and each call mentioned to the 
debtor the fact that a letter had 
been mailed and no reply received. 
He tried to collect at the time of his 
call. 


When these efforts proved un- 
availing, we placed the bill with the 
cullection agency. But we found 
that it took from six months to a 
year to clean up a really bad ac- 
count. And of course, some of the 
worst of them were never collected. 
Our present plan is much more ef- 
fective. 

At the first of each month we 
niake a duplicate list of delinquent 
customers, arranging the names al- 
phabetically four lines apart and 
numbering them consecutively. Un- 


‘der each name is listed the custom- 


ers’ address, the age of the account, 
and the amount due. One copy of 
the list is given to the switchboard 
operator, who writes the customer's 
telephone number before his num- 
ber on the list. The other list is 


kept in the credit department where’ 


each morning a group of names art 
selected by the credit manager and 
handed to the operator. 

As the operator has a complete 
alphabetical list, the credit depart- 
ment has to furnish her merely 2 
list of numbers. The operator re- 
fers to her list for the customers 
telephone number, calls the custom- 
er, and transfers him immediately 
to the credit department, saying 
only, “Number four,” or whatever 
the number may be. The credit 
manager, turning to that number 

Turn to page 30, please 
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Suggestions for Obtaining 
the Best Results in Collec- 
tion of Installment Sales 


(Continued from page 5) 


fit in with your own individual installment collection 
system 

1. It will place the credit manager in a position 
to know the drawing effect of each of his successive 
notices in his collection system. 


2. It will place the credit manager in a position to 
accept a suggestion of a change in his system at any 
one point and know that he will obtain through this 
weekly report the effect of his change, whether for 
better If it is for the better, the figures 
substantiate his judgment; if it is for the worse, it 
can be immediately recognized and the firmer period of 
time between the first and second notice be reinstated. 

3. It places the credit manager in a more substan- 
tial position when asking the firm to authorize any 
change in the collection system which change may 
warrant a first cost expense, in that the firm will be 
able to readily prove the efficacy of the new system 


or worse. 


soon after it is adopted. 


4. The collection department maintaining such re 
ports will achieve the best results in collections on 
No two retail stores are operat- 
ing under identical conditions. They differ in the form 
of their installment contract, 
the nature of their merchan- 
dise, or their class of trade, 


their installment sales. 


Be it Hereby 
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Is the Credit 
Man Just Lucky 


(Continued from page 22) 


prove to your employer that you are handling your 
accounts in a constructive way. The majority of Re- 
tail Merchants today are not concerned about whether 
his Credit Man is a producer. He knows he is and 
now he should see that this business is on a profit- 
able basis. It is up to you, Mr. Credit Manager, to see 
that your Company fills out a copy of this question- 
naire. 


All of the figures that are forwarded to the Uni- 
versity of Michigan will be treated strictly confiden- 
tial by them. They will be submitted to no one out- 
side of the precincts of the University, not even the 
members of the Committee will see them until the 
actual statistics are compiled. The reports are to be 
secretly coded by the University of Michigan and you 
can rest assured that no other person will have ac- 
cess to the information you give. Questionnaires 
Please fill 
in the information and return immediately. You may 
use the Company name if you wish, as the informa- 
tion received in this way will be guarded just as care- 
fully by the University as when it is filled out on the 
questionnaire they sent you. 


will be mailed to you in the near future. 


If you do not use your 
name on the report, the infor- 
mation you give will be used 


for what it is worth and your 


and no collection system opti the ASSOC: CIATED RET 

hi - : . Of Spokane thor : ration will be < ci- 
which is adaptable to one oughly ap wppreciate, the onc cooperation will be appre 
house can be used in its en- pate ag ated. 


tirety by its neighbor. The 


only method to perfect a col- ne ie 






ing of this talk, these sugges- 
tions are applicable equally to 
the collections of delinquent 
open accounts and of install- 
ment accounts. The carrying 
out of these suggestions may 


privileges, be 
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possibly bring to light an en- 
tirely new viewpoint in the 
collection of .accounts, and 
place the subject in the 
realm of a definite and effec- 
tive procedure instead of a 
questionable procedure as we 
find it at present. 










UNANIMOUSLY. 


aNUARY ELE 


Above is a reproduction of the life membership scroll 
given Ralph W. Watson for his untiring efforts in the in- 
terest of the Associated+ Retail Credit Men of Spokane. 






to yourself to contribute your 
share to this work. All that 
you are asked to do, yes ex- 
pected to do, as your obliga- 
tion to the Credit profession 
is to send in the figures re- 
quested. 
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Will the Ghost Walk Again 


(Continued from page 15) 


“Never have I found credit so healthy, judging both 
by our records in this office and from talks I have had 
with retail store managers over the country. The 
merchants of the right sort are more than eager to 
extend credit of the right sort. The retail credit bu- 
reaus are seeing that collections are made promptly, 
or that credit is shut off. They also see that a man 
or woman, or a firm, is a good credit venture before 
credit is given. 

“Back of it all stands our wonderful federal bank 
reserve system! What more can people want to assure 
them that this year promises to be an unusually good 
one in every line of business, and that there is no 
earthly need of being alarmed just because it is a 
presidential election year! 

“Look here!’ Mr. Hulse pointed to a chart of 
business conditions lying on his desk, which read: 
“The predictions of a higher rate of general business 
in 1928—a presidential year—than in 1927 may sound 
unusual. Theory has been that business recedes dur- 
ing such years. A study of conditions over such years 
shows that unless the two major parties are very 
sharply divided on some political question that business 
does not depend’ upon election.” 

“Yet in the face of that,” went on Mr. Hulse, 
“people of all classes will go up and down saying to 
each other that business is bound to be bad this year. 
They get to believing that it is really so, many of 
them, and then they get panicky and quit buying more 
than they actually need; draw out their savings from 
the bank and spread more and more the gospel of bad 
tidings. 


“Such a condition is really worse Back of it all stands our wonderful Federal 
bank reserve system. 


than if some great war or epidemic 
menaced the country. We all know 
the influence of mind over matter and 
if people everywhere actually get to 
believe that it is a bad year, it will be 
one, facts to the contrary! 
“We need the very oppo- 
site state of mind. A belief 
in the soundness of the 
business of the country. A 
belief that credit is healthy 
and good and that it is right 
for us to buy 
what we need 
and want, and 
better to let 
our savings 
lie in the 
banks and 
purchase our 
needs on 
credit as we 
can afford it. 
















“There are those of us who will point to other 
presidential election years and show the large number 
of bankrupts that happened during such period. They 
lie along the roadside of business like white stones 
along a certain motor trail in a northern state—to 
mark the places where foolish motorists have ventured 
around sharp curves and turns, in spite of warnings 
given them. 

“No lawyer or doctor would think of trying to 
practice in a profession such as law or medicine with- 
out proper training and admittance to it afterwards 
by taking of a state examination. And yet every day 
sees perfectly untrained men and women entering the 
profession of business without any training for it what- 
soever. Many of them enter business by purchasing or 
starting up shops or stores of their own. They are of 
the type that in the end will lie along the road of busi- 
ness as failures. 
woman!” 


Not the trained business man or 


Business psychology as practiced these days is en- 
tirely direrent from what it used to be—I learned from 
Mr. Hulse. The business man has learned to judge by 
figures, rather than by intuition or fancies. He knows 
that if national credit is sound local credit is bound to 
be the same and that if credits generally are good he 
is playing safe to go ahead with his business plans. 

“In fact, I can truthfully say that credit all along 
the line seems healthy over the country. The records 
in this office back up my statements in that direction. 
Retail credit bureaus over the country report collec- 
tions far better this year than last year. They report 
merchants more willing to extend 
credit than during former years. It 
is now up to the people over the 
country to get into a similar state of 
mind. 

“Just as a healthy mind in 2 
healthy body keeps out disease and 
morbid so. shall a 
healthy viewpoint upon the business 
of the nation actually help to create 
such a condition and drive away for- 
ever that foolish, silly bugaboo of a 
presidential year really making busi 
bad! Americans are smart 
about some 
things but ter- 
ribly backward 
about using 
their natural 
intelligence 
along some 
lines! L o ok 
back over the 

.— = “Panic years — 
Cheske Wefinger 1893, 1896, 


nervous fear 


ness 
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EVERY MEMBER SHOULD 
GET BACK OF THE DYER 
FEDERAL GARNISHMENT 
BILL, H. R. 8322. 

At the request of the National 
Retail Credit Association, Repre- 
sentative Dyer of Missouri intro- 
duced in Congress a bill (H. R. 
8322) providing for the garnish- 
ment of federal employees and 
making all persons connected with 
the government subject to the same 
collection laws as other citizens. 

This is something every Credit 
Manager has advocated for years, 
and no effort should be spared to 
see the bill is approved by Congress. 

The National Retail Credit Men 
urge every member to write their 
Congressmen and Senators as well 
as Hon. L. C. Dyer, Representative 
from Missouri, urging the necessity 
and importance of passing this 
legislation. Simply address your 
Congressman care House of Repre- 
sentatives, Washington, D. C. 





NECESSITY FOR PROMPT 
COLLECTIONS 

A statistician has worked out the 
following figures to prove conclu- 
sively the value and necessity of 
prompt collecting : 

“To get the matter down to ac- 
tual figures, let us take a hypo- 
thetical investment of $100.00 in 
merchandise for resale. We will 
not include any investment in 
store fixtures, nor any provision 
for bank loans to finance the 
sale. The sale representing the 
investment of $100.00 market 
up to 40% to give a_ gross 
profit of 28.7% on net sales, and if 
paid within 30 days will return a 
net profit of $3.74 (operating ex- 
pense being 25.9%). This $3.74 
profit added to the original invest- 
ment, reinvested in merchandise for 
resale at the end of six months on 
the basis of monthly settlements, 
the stock would turn six times with 
net profits amounting to $24.65, or 
a return of $24.65 on the original 
investment.” 


Flashes 


(Continued from page 19) 


If the account had been permitted 
to stand on the books for the six 
months period, the original invest- 
ment would have been tied up for 
that period and with but one stock 
turn, would have shown a potential 
loss of $782.00 in sales and $20.91 
in net profits or a loss of 20% on 
the original investment. 


GROUP MEETINGS WILL 
AGAIN BE CONVENTION 
FEATURE 


For several years the meetings of 
groups made up of Credit Manag- 
ers of a particular line of business 
have been an outstanding feature 
of our Conventions. President 
Meyer has appointed Mr. Frank 
Batty, Credit Manager of the H. 
Liebes Co., San Francisco, General 
Chairman of the groups for our 
Kansas City Convention, June 19- 
22. Mr. Batty is President of the 
Associated Retail Credit Men of 
San Francisco, and will no doubt 
arrange a group program which 
will be highly constructive. When 
you send in your reservation for 
the Convention don’t 
specify the group you desire to at- 
tend. 


neglect to 


ASKS REPEAL OF BANK- 
RUPTCY LAW 

On January 24, 1928, Represent- 
ative Rlanton of Texas presented to 
Congress a bill (H.“R. 9949) re- 
pealing the entire National Bank- 
ruptcy Act and all amendments 
thereto. In the preamble Mr. Blan- 
ton states “Records of.the Depart- 
ment of Justice show that during 
the fiscal year there were 48,758 
bankruptcies, freeing their debtors 
of obligations aggregating $885,- 
557,006, an increase of $80,000,000 
more than the last fiscal year and 
an increase of $500,000,000 more 
than ten years ago. 

No Credit Manager will endorse 
the idea of repealing the National 
Bankruptcy Law in its entirety. 
But there is food for thought in the 


figures quoted by Mr. Blanton. If 
we add to these figures the aggre- 
gate loss from Bad Debts—the 
amount is appalling. 





TWO REASONS AND TEN 
PRACTICES INCREASE 
COLLECTIONS 
Mr. C. P. Younts, Vice-Presi- 
dent of the Miami Credit Men’s 
Association, gives his formula for 
securing a high collection turnover. 
He says there are two reasons and 
ten practices, and if they are all 
followed it will result in an excep- 
tionally high collection turnover, 

without the loss of customers: 

The two reasons are these: 

Ist. The firm has always: had a 
definite, positive Credit Policy. 

2nd. The Credit Manager is 
given absolute control of the Credit 
Department. 

The practices referred to are: 

Ist. Interview every applicant 
for credit. 

2nd. Get report from the Credit 
Bureau on every applicant. 

3rd. Accept for accounts only 
those who have kept faith with 
other firms, as shown by report, and 
report all accounts accepted to the 
Bureau. 

4th. Letter to every account ac- 
cepted, stating among other things 
the definite time that payment is 
due. 

5th. 
ly on the first of month. 

6th. Follow up all accounts not 
paid by the 12th—allowing two 
days for delay in mail—with notices 


Statements mailed prompt- 


—showing no preference, but treat- 
ing all accounts alike. 

7th. Use’ local Association let- 
ters on 90 day delinquent accounts, 
who pay no atttention to notices 
and letters, followed by National 
Four Point System. 

8th. Give to collection agency 
any “no attention” account four 
months past due and report same 
to Credit Bureau. 


Turn to page 28, please 


gth. Close all accounts with 
notes, if customer cannot pay when 
you insist. 

10th. Get judgment at once on 
all accounts who will not pay. 

Since October 1st, we have had 
110 applications for credit and of 
these 98 were accepted. 

We have also been able, while 
declining the account of some who 
make application, to sell them for 
cash, one recent case amounting to 
more than $400.00. 


WICHITA ELECTS C. L. 
STAFFORD 
The Wichita Association, at their 
Annual Meeting recognized the 
ability and enthusiastic support that 
Mr. Stafford has given to the 


Wichita Retail Credit Men’s Asso- 
ciation since its organization, and 
honored him by electing him Presi- 


dent. 

Judging from Mr. Stafford’s past 
record, we can look for even great- 
er things from the Wichita Associ- 
ation during the coming year. It will 


however, have to produce some 


phenomenal results if they intend 
to surpass their previous record. 
One of the biggest assets that any 
Bureau can have is intelligent, en- 
thusiastic and conscientious leader- 
ship, and we are sorry that more of 
our Bureaus have not had this kind 
of leadership. 


A COLLECTION LETTER AND 
ITS RESPONSE 


Good Morning: 


An account is somewhat like a 
train—both are late at times 

We are sending this letter ali ng 
because your account is a little 
overdue, and we’re asking you, just 
as you would ask the station mas- 
ter: 

“What time do you guess she'll 
roll in?” 

How about making out your 
check and saying: 

“Here she comes now.” 

Yours very truly, 
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Flashes 
(Continued from Page 27) 


RESPONSE 
Dear Sir: 
I just received your Kind reminder 
of My Seeming Carelessness, 
And I think you for Your Patience, 
And I am sending you A Money 

Order today for Five Dollars, 
But Beg to assure you that My 

Train has Lately been in 
Snow Slides of Unemployment, 

Washouts of Misfortunes, 

And Head-Ons of Poor judgment. 
Which has made it impossible for 
Her to run on Schedule. 
Yet I am still trying to Finally 
reach My destination 
In Running Order, Even tho I may 
need a little time for Repairs. 
Yours very truly, 
NEW ORLEANS COMES IN 
340 STRONG 

At a recent meeting of the New 
Orleans Retail Credit Bureau, they 
amended their by-laws so that each 
member of the Association would 
become a National member also. 
Much of the credit for this progres- 
sive step is due to Mr. Frank L. 
Miller and Mr. Paul Godchaux, 
who is President of the New Or- 
leans Association. 

The New Orleans Association 
has recently established an up-to- 
date Collection Department, and 
this last step put them in a position 
to render complete service covering 
the entire field of retail credits and 
collections. 

New Orleans has always been 
one of the outstanding credit bu- 
reaus in the National and now that 
they have perfected the 100% Na- 
tional plan and Collection Depart- 
ment, our leading bureaus want to 
look to their laurels if they do not 
want to be outdistanced by our 
Southern member. 


NORTHWEST CONFERENCE 
MAY 14th AND 15th 

The advanced notice of the 

Northwest Conference in May car- 

ried incorrect dates. This notice 

carried the 17th and 18th, and ac- 


cording to a recent letter from Mr. 
Sylvester, President of the Tacoma 
Association, the Conference will be 
held in Tacoma on the 14th and 
15th of May. 

The Northwest are inviting in the 
State of California, with the idea 
of possibly making a greater West- 
ern Conference for 1929. The entire 
program for the Conference will 
appear in the pages of the Creprt 
WoRLD as soon as completed. 

LITTLE ROCK BECOMES 

100% NATIONAL, 

The following is a short outline 
of the progress of one of our small- 
er and decidedly efficient bureau 
members : 

The Retail Credit Men’s Associ- 
ation of Little Rock, Arkansas, has 
just added another milestone to its 
progress. Organized some _ ten 
years ago, the Association, which is 
made up of retail credit executives, 
has been no small factor in the 
prosperity of the Capital City. For 
several years a mere handful of 
wide-awake credit men met month- 
ly to talk over their problems and 
discuss ways and means by which 
the then existing conditions could 
be improved. Just how well they 


‘succeeded is reflected by the fact 


that the majority of retail mer- 
chants, finance companies, and 
banks are now represented in the 
membership. For the past five years 
the Association has conducted 4 
continuous “Pay Promptly Cam- 
paign.” The membership is thor- 
oughly sold on the value of this 
work, which is evidenced by the 
fact that $5,000.00 was raised for 
this purpose for the fiscal year 
1927-28. Feeling keenly that sense 
which 
credit bureau and association owes 
to the National Retail Credit Asso- 
ciation, the Board of Directors 
voted unanimously to make the 
Association 100% National on Jan- 
uary I, 1928. Every local member 15 
now also an enthusiastic National 
member. A number of educational 
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features are being planned for the 
weekly luncheons, as well as a gen- 
eral renewed activity to obtain 
even better cooperation in credit 
matters, and to educate the general 
public in the sacredness of their ob- 
ligations and the necessity of main- 
taining a good credit record. The 
Little Rock Association is already 
making plans to attend the National 
Convention in Kansas City next 
June, and the early indications are 
that a large delegation will make 
the trip. 


WE LEARN SOMETHING 
FROM THE FURNITURE 
MAN 


Manager Woodlock is enthusias- 
tic about the desire for knowledge 
as evidenced by the Retail Furni- 
ture Dealers who attended the Fur- 
niture Institute in Grand Rapids 
the week of January 16. 

He wishes he could inject some 
of the same spirit of earnestness 
into those who attend our National 
Conventions. A wonderful educa- 
tional program had been arranged 
for the furniture men. Something 
new each day. The sessions opened 
promptly at 8:30, and 95% of the 
delegates were in the hall at that 
time and remained until the noon 
recess; back promptly at 1:30 
p. m., and in their places until 5 :30. 

Then a most unusual feature. A 
night session starting at 8 o’clock, 
and continuing until 10:30, with 
90% of the delegates present. 

Mr. Woodlock says it was the 
most wonderful tribute to Mr. 
Eagle Freshwater and those in 
charge of’ the National Furniture 
Institute, a record unequaled by 
any organization meeting in the 
hundreds that Mr. Woodlock has 
attended. 





A nationally known statistician 
has stated there are approximately 
one and one-half million retailers in 
the country . The retail business 


Flashes 


(Continued from page 28) 


volume amounts to Forty Billions 
of Dollars, with Four Million peo- 
ple employed. Some Business? 
Let us be proud of the retail busi- 
ness and boost it. 


“Your credit’s good for any- 
thing,” our leading merchant said 
it; “we want all men to dance and 
sing, and so we're giving *credit. 
Just blow yourself by day and 
night, though empty be your pock- 
et; buy anything that is in sight, 
and on the slate we’ll chalk it.” It 
is a noble thing to feel your stand- 
off has no limit; that you may buy 
with fiery zeal, and none will try 
to trim it. A large pipe organ then 
I bought, its tones were grand and 
thrilling, and when I left the store 
I thought I’d surely made a killing. 
But as I paced the village street to 
gain my humble shanty, I felt a 
coolness in my feet—how face the 
wife and auntie? “If theres’ a 
thing we do not need,” they cried 
in doleful chorus, “‘it is that instru- 
ment—indeed, the thing will only 
bore us.” 
fourteen years you'll have to make 
a payment, and who will buy our 
kickless beers, our remedies and 
raiment?” Next day, when to my 
work I went, remorse within me 
stronger, the boss exclaimed, “Oh, 
Mr. Gent, we'll need you here no 
longer.” My eyes with scalding 
tears were dim, as I went forth, dis- 
gusted ; I fell downstairs and broke 
a limb, which surgeons then adjust- 
ed. Misfortunes came, one after 
one, woe was a chronic dweller; 
and every week there came a dun 
from that blamed organ seller. Just 
now I’m having better luck. I work 
for Johnnie Morgan, and every 
week I take a buck to pay on that 
pipe organ. I'll never buy a thing 
again, though merchants plead and 
banter, unless I have the iron men 
to pay for it instanter.” 


Now every week for 





ATTENTION MEMBERS 
You will receive in a few days 
a questionnaire from the Univer- 


sity of Michigan, covering the op- 
eration figures of your credit and 
collection department. If you are 
unable to answer all of these ques- 
tions from the figures you have at 
hand, it is requested that you keep 
and compile a complete set of fig- 
ures covering the operation of your 
collection and credit department for 
the month of February and answer 
the questions on the first of March, 
making a notation to the effect that 
the figures are for the month of 
February only. 

Members of the committee urg 
ently compile 
these figures; this will enable them 
to furnish you statistics which will 


request that you 


be of much benefit to you in regu- 
lating and eliminating the leaks in 
your credit department. 


MILLIONS INVOLVED IN 
PATENT DECISIONS 


Continued from page 23) 


tion and an accounting which may 
involve several millions in sales, 
based on the national distribution 
of the Globe Wernicke Company 
for the past five years. 

The progress of this case was 
watched closely by all manufactur- 
ers and dealers in the office equip- 
ment industry. 


Will the Ghost 
Walk Again 


(Continued from page 26) 


1905, 1907, and so forth.) You 
will find very few such years 


coming in presidential election 
years. It was generally a war, 


unsound credit or so forth, that 
did it. But we are wiser now 
and getting at the root of the mat- 
ter—healthy credit—and all indica- 
tions point toward 1928 as being 
one of the best business years in 
our calendar for some time!” 





30 


On the Code 
of Ethics 


(Continued from page J1 


The problems of retail merchan- 
dising today are of a totally differ- 
ent nature: our business is to gain 
and retain the confidence of the 
buying public, and as the medium 
is eighty-five per cent credit, we 
should ever strive to establish that 
relation of mutual trust, which is 
the bed rock of all successful enter- 
prise. 

Well was it said by the late Judge 
Gary: “It is time that we should 
usher out the era of competition 
and usher in the era of coopera- 
tion”; and if our new Code of 
Ethics, imperfect as it is, can be 
used as a means to that end, it will 
have more than served the purpose 
for which it was intended. 


We have recently read, with 
much interest, a new book entitled 
“The Ethics of Business.” A study 
of current standards, by Edgar L. 
Heermance, of New Haven, Conn. 
It is profitable reading, and takes 
one back to first principles on such 
subjects as, Good Will, Fair Com 
petition, Commercial Honesty, 
Commercial Credits, Contracts, etc. 
It is a work which can be thorough- 
ly recommended to all credit grant- 
ors, and is well worth 
spent in its perusal. 


the time 


Here is a striking paragraph se 
lected at random: “Each industry 
has its own ethical problems, just 
as it has its own economic prob- 
lems. The most effective code is 
the one which hits the forms of un 
fair practice that are a menace to 
that particular industry, and hits 
them hard, which holds before the 
membership the things for which 
the industry needs to stand, if it is 
to be permanently efficient.” 


The book is published by Harper 
& Bros., New York. Incidentally, 
the author, Mr. Heermance, is 
largely responsible for our new 
Code of Ethics in its present form: 
having undertaken the arrangement 
from the mass of material we sup- 


plied. 
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New Ideas 
(Continued from pape 24 
on her list, has all the information 
on that account before her. 

When the credit manager re- 
minds the customer of his delin- 
quency, she usually gets a promise 
tc pay within a certain time or a 
reason for any further delay. She 
notes these things on her list. This 
list is gone over twice a week and 
the numbers of those who have 
failed to keep their promises are 
again gfven to the operator. Nota- 
tions of the customers’ exact state- 
ment are made at each call. 

A delinquent often ignores a col- 
lection letter, and sometimes avoids 
the collector. But he almost always 
answers his telephone, and he can- 
not then avoid giving some answer 
about the settlement of his bill. 

Following up a debtor promptly 
after he fails to keep a promise fur- 
ther stimulates payments. Some- 
times a call brings a payment of the 
full amount owed; frequently it 
brings a partial payment and a 
promise of the balance on a stated 
date. 


Creditorial 


(Continued from page 21 

for the garnishment of wages of 
civil employees of the federal gov- 
ernment. Hearings on this bill will 
be held shortly and great hope is 
held for favorable action of this 
Without the 
prestige and power of the national 
organization the re-introduction of 
this bill would have fallen on bar- 
ren ground. 


remedial legislation. 


The Secretary and Educational 
Director of the National has trav- 
eled thousands of miles during the 
past seven months building a great- 
er service department of the organ- 
ization. For what purpose? Who 
gains from this activiey? The retail 
merchant receives the full advan- 
tage of this stimulation in develop- 
ing a nation-wide chain of report- 
ing stations in that he may obtain 
accurate, complete information on 
his credit risk from other cities 
within the shortest possible time. 


The National Retail Credit Asso- 
ciation plays an active part in the 
betterment of retail credit condi- 
tions every day in the year. Your 
attention has been called to a few 
of the outstanding achievements 
during the past few months as con- 
crete evidence of the important 
niche in the structure of credit 
granting occupied by the combined 
effort of thousands of credit grant- 
ors ably directed by men who have 
followed the fortunes of this pro- 
fession of ours for years and years. 

Your interest is always at heart, 
and the development of any phase 
of the business is brought about 
purely and simply because energetic 
workers realize that you will bene- 
fit greatly thereby. 

The second month of the new 
year brings us to the portals of 
Spring and _ renewed _ business. 
Keep in mind, always, the vigilant 
national office that keeps a weather 
eye on every item that will create 
profitable merchandising for you 
and yours. 








Classified Advertisements 











SITUATION WANTED 
A married man with two years 
experience of operating an individ- 
ual owned Credit Bureau and col- 
lection. Write P. O. Box 104, 
Galion, Ohio, for further particu- 
lars and references. 





FOR SALE 

Credit Bureau, established four- 
teen years, forty miles from Los 
Angeles in a city of about 20,000 
population, surrounded by a pros- 
perous community. Conditions are 
favorable for bringing about mer- 
chant-supervision or merchant-con- 
trol. An ideal place to live, among 
people of refinement and means, in 
a highly cultivated and beautiful 
section of California. Owner has 
excellent reason for desiring to sell. 
This is an opportunity to obtain a 
going business which can be con- 
ducted to an advantage for all par- 
ties concerned. Address Box 7, 
Credit World, 606 Equitable Bldg., 
St. Louis, Missouri. 
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Why Government Employees 
Should be Subject to the 


Garnishment Laws 








Brief presented before the Judiciary Committee of Congress for the National 
Retail Credit Association by our legal counsellor, Lawrence McDaniel. 








IN RE HOUSE BILL No. 8322, 7oth CONGRESS, 
FIRST SESSION 

The theory upon which the law exempts federal, 
state, county and municipal employees from the pro- 
visions of the various garnishment laws has been 
stated and restated by our courts as follows: 

“Public policy prohibits garnishment against officials 
in charge of public funds because the government 
should not be compelled to stand at the bar of justice 
and participate in judicial controversies between debt- 
ors and creditors.” 

“Public interests would suffer by abstracting from 
their public duties the time and attention of the of- 
ficers, and occupying them in contests about which 
their office had no interest, and thereby interfering 
with the administration of public governmental func- 
tions.” 

The bill under consideration eliminates all the 
things that the courts object to in garnishment pro- 
ceedings. This bill does not require the public official, 
having in charge public funds, to stand at the bar of 
justice, nor to participate or take any interest in any 
judicial controversy, nor is he a party thereto in any 
sense. The only requirement of the public official, 
having in charge public funds, is to issue a certificate 
and transmit same by registered mail showing the 
amount due from the United States of America to 
such judgment debtor up to the returned day of pro- 
cess, and to hold said sum subject to the order of the 
court or justice issuing the process. 

It may be seen that under this simple procedure no 
public interest would suffer because of the abstracting 
from their public duties the time and attention of of- 
ficers having charge of the payment of wages or sal- 
ary, and the custody of public funds; the bill further 
providing that it shall not be necessary for the person 
having charge of public funds to leave his office to 
testify. 

The spirit and reason for all law is the protection of 
the life, liberty and property of the people, and in this 
day when it has been estimated that one family in each 
five in the United States is supported by someone who 
is an employee of some subdivision of government, the 
question of reaching the salary or wages of such em- 
ployee for the purpose of enforcing collection of ac- 
counts due is one of vital importance to the retailers 
of America. It is a property right which should not 
be denied them and merely because a man holds public 





office and is paid from public funds, that fact should 
not prohibit creditors from receiving what is due them 
by due process of law, especially when such creditor 
has contributed in taxes to the public fund. The jus- 
tice of a garnishment law is recognized by many de- 
partments of government who require an employee to 
discharge his obligations and pay his just debt, other- 
wise, suffer the penalty of dismissal; and Boards such 
as Police and Fire Boards having many employees un- 
der their jurisdiction almost uniformly throughout the 
United States require the employee to pay his just 
debts or be dismissed, and some Boards make it an 
offense to neglect or refuse to pay a just obligation. 

Respect for law and confidence in public officials is 
to be desired at all times by all the people, and there is 
nothing in our system of government today which 
causes disrespect for law and lack of confidence in 
public officials more than the inability of a creditor to 
reach the property of a debtor, who is an employee of 
some subdivision of government. The creditor, with 
cause, feels that the government to which he looks for 
protection and to whom he pays taxes for that protec- 
tion is deliberately and without cause aiding a debtor 
to withhold from him what is due, and it is respectful- 
ly submitted that if this bill accomplished no other 
purpose than the creating of greater respect for gov- 
ernment and confidence in public officials, it would be 
worthy of support. Another matter to be considered 
is the protection of the debtor. Credit is something 
which may well be termed an asset, something which 
is of value to a man and to his family, and often men 
who have had a good credit rating, upon becoming 
employees of some subdivision of government, become 
careless in the payment of their obligations, knowing 
that their wages or salary cannot be reached, and upon 
their return to private life have lost their credit rating 
to such an extent that it works a hardship on them, 
usually at the very time when it would be of most 
value to them. 

Therefore, it is respectfully submitted to the com- 
mittee that there is a demand from all the retailers of 
the United States for the passage of this legislation, 
that the objections heretofore raised against such legis- 
lation have been removed by the provisions of this bill, 
and that such bill should become a law. 


Respectfully submitted, 
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Your Convention! 


National Retail Credit Association 
June 19 - 20 - 21 - 22'- 1928 


Kansas City, Missouri 


Is Ready for Advance Registration 


UOCUETTUTT UT 





The Sixteenth Annual Convention 


In order to assure all delegates contemplating attending the convention that they will have the best 
of accommodations, also to expedite the usual formalities of registering upon arrival, it is imperative 
that advance registration be made through the Retail Credit Association of Kansas City, particularly 
this year as Kansas City is entertaining one of the largest political conventions the week prior and no 
assurance of accommodations will be made by the leading Hotels unless advance registration is made 
with the Kansas City Retail Credit Association. 


Hotel Accommodations 


MUEHLEBACH HOTEL 


Convention Headquarters 


Single with Bath, $3.50 up. Double, $5.00 Twin Beds, $7.00 to $12.00 
Double with Parlor, $15.00 Twin Beds and Parlor, $20.00 


Hotel President Baltimore Hotel Kansas City Athletic Club 
Single with Bath $3.00 to $4.50 Single with Bath, $3.00 up Single with Bath, $3.00 to $5.00 
Double with Bath, $4.50 to $6.00 Double with Bath, $4.50 up Double with Bath, $5.00 to $7.00 
Parlor Suite, $10.00 up Parlor Suite, $10.00 up Suite, Double, $10.00 


Members Registration Fee, $10.00 


REGISTRATION BLANK 


LNG Wee SE EY PLE EN EON NRE ERY CIEL) ene, Pe Pe ee 
EES EERIE eee a a OEE EY ETE a ETE I ee TO NET Ome 
ER ee eee eee ee ane 
Group Conference 


(Indicate here what conference you desire to attend, as Dept. Store, Hardware, Clothing, etc.) 





Guests Accompanying 


HOTEL RESERVATIONS 
—Single or Double Room— 





With or Without Bath 


Mail to—Registration Committee, 
NE Ea ee Retail Credit Assn., 1016 Walnut St., K. C. Mo. 











